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You get more value out of your investment in LP.Ga; 
Cylinders when you standardize on Hackney quality 
That’s because all Hackney Cylinders—from the gian 
420-lb. Propane size to the small 5-Ib. industrial type- 
are designed to save money and trouble for you ever 
time they’re handled. Check this list of famous Hackney 
advantages, and see for yourself why Hackney Cylinders 
are the most popular in the LP-Gas industry. 
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1, MODEL RH-300A—for 300 Ibs. 
Propane or 357 Ibs. Butane. 
| 2, MODEL PC-420A—for. 420 Ibs. 
Propane or 500 Ibs. Butane. 
3, MODEL PC-200A—for 200 Ibs. 
Propane or 239 Ibs. Butane. 
| 4, MODEL PC-250A—for 250 Ibs. 
Propane or 298 Ibs. Butane. 
5, MODEL PC-150A—for 150 Ibs. 
Propane or 179 Ibs. Butane. 
6, MODEL RC-60A—for 60 Ibs. Propane 
or 72 Ibs. Butane. 
| 7, MODEL RC-100A—for 100 Ibs. 
Propane or 119 Ibs. Butane. 





9. 
10, 


| You'll find a Hackney cylinder for every need 


—whether your trade demands big capacity cylinders, trailer 
models or the popular 100-Ilb. RC-100A. This family group is 
typical of the complete line of Hackney LP-Gas Cylinders manu- 
factured by Pressed Steel Tank Company. Cylinders can be furn- 
ished with removable valve protection caps, permanently installed 
collar or removable hood. For further information, write us today. 


8. 


MODEL PC-100A—Same as RC-100A, 
but with permanent collar. 

MODEL RC-40A—for 40 Ibs. Propane 
or 48 Ibs, Butane. , 

MODEL RC-20A—has a 20 Ibs. capacity, 
for temporary installations, 
demonstrations, etc. 


. MODEL PC-20A—another 20-lb. 


cylinder for industrial applications, 
trailers, cottages, etc. 


. MODEL CC-20A—cash and carry type 


20-lb. cylinder for small domestic 
installations. 
(Other sizes and types for special 
applications) 
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MARYLAND 


Could you tell me if it would be 
considered practical to fill 20-lb. ca- 
pacity trailer cylinders at trailer 
camps by weight in accordance with 
the rules of NBFU pamphlet No. 58, 
using a 1000 gal., or 500 gal. propane 
tank truck? 

We have about 7144c per pound mar- 
gin of profit to work on. 

C.W.S. 


Filling cylinders in trailer camps is com- 
mon practice but there have been new 
regulations adopted by the National Fire 
Protection Assn. in its May, 1951, stand- 
ard which provide that filling shall not 
occur at a point less than 50 ft. away from 
any trailers, 25 ft. away from any public 
highways. In other words, you cannot fill 
the containers on the trailers but must re- 
move them and take them to your tank 
truck, 

The last NBFU Pamphlet 58 was printed 
in 1950 and has not been reprinted to in- 
clude this provision. If you wish to get 
the NFPA standards they may be had at 
a price of 35 cents per copy from the Na- 
tional Fire Protection Assn., 60 Battery- 
march St., Boston, Mass.—Ed 


e 
ONTARIO, CANADA 


We are anticipating getting into a 
metered gas service using single cyl- 
inder hookup for our domestic cus- 
tomers and a cubic foot reading me- 
ter. 

How does one compensate for the 
change in the volume of the gas due 
to temperature variations as far as 
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invoicing is concerned. At present we 
are selling our propane by the pound 
and there is no problem. Have you 
got factors to multiply the actual 
meter reading by to account for 
0°F, —20°F, etc.? 

When a customer is invoiced is it 
necessary to take the average tem- 
perature for the month, select the 
factor for this temperature, and mul- 
tiply by the meter reading to obtain 
the correct amount to be charged? 


H.R.M. 


There are two or three ways in which 
metered gas temperature correction may be 
made. 

One way is to consider the temperature, 
by months, for the year and determine an 
average temperature. This temperature 
should then be used in determining your 
overall factor. Consideration must be given 
the variation in the fuel consumption by 
months to determine a “weighted” average 
temperature, since fuel consumption in the 
winter months may be greater. 

Another way is to determine an average 
temperature each month based on weather 
bureau records for the area. This makes 
use of a variable factor and may be 2 
cause of questioning if it is not well ex- 
plained to the customer. 

We do not have a table of factors avail- 
able for correcting volumes of gas for 
temperature. However, your own tables 
can be made very easily by using the in- 
formation and formulae which follow: 





@ BUTANE-PROPANE NEWS welcomes letters from 
our readers, but it must be understood that this 
magazine does not necesscrily concur in opin- 
ions expressed by them.—é€ditor. 
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The volume of a gas varies as its abso- 
lute temperature. It has been determined 
that absolute zero is 460°F below zero. 
Therefore, 60°F is 520° abs. (460 + 60), 
30°F is 490° abs., 20° below 0°F is 440° 
abs. [460 + (—20)], etc. Then, if it is 
known that the liquid propane produces 
8.6 standard cu. ft. or whatever it may he 
(the supplier can advise) of vapor at 00°F 
per lb., the volume can be corrected for 
any temperature at which it may be me- 
tered. Assume the average temperature of 
the gas passing through the meters is 20°F 
or 480° abs. It is known that the :ncter 
is measuring a cold gas so obviously if 
the gas was heated to 60°F after going 
through the meter it would increase in 
volume. It would increase in the ratio of 
520/480 and, therefore, the volume of gas 
metered at 20°F should be multiplied by 
1.083 before dividing by 8.6 to convert into 
the pound basis. Conversely, the factor 
8.6 may be multiplied by 480/520 or .923 
before dividing into the volume metered 
at 20°F. 

Other factors which affect vapor meter- 
ing are the pressure at which the gas 
passes through the meter and the eleva- 
tion at which the metering is accomplished. 
Elevation gives little concern until eleva- 
tions of 500 ft. and more above sea level 
are encountered, then a correction factor 
should be considered.—Ed. 


e 
ILLINOIS 


-I have installed a propane fuel 
tank in the trunk of my car, and due 
to the size, I cannot remove my spare 
tire while it is inflated. I have hooked 
up a high pressure hose with tire air 
chuck to the vapor connection on my 
tank. 

Can you tell me if there is any 
harm in using propane vapor to in- 
flate this spare tire; it being under- 
stood that the propane vapor will be 
expelled where air is available? 

WSS. 


It is considered very bad practice in the 
industry to use L. P. gas vapors for in- 
flating tires. It is against the regulations 
in most states and hazardous at all iimes, 
so we would recommend that you do not 
follow that practice. 
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The danger would occur at such times 
as you deflated the tires to get them out 
of the compartment, resulting in the es 
cape of gas in places where it might be 
ignited from adjacent sources of such ig. 
nition.—Ed. 


SOUTH CAROLINA 


We recently had lightning to are 
from wire leading to electric stove 
under house to copper tube passing 
under same, burning hole in copper 
gas line and setting a fire. 

What would be a safe way to pre- 
vent recurrence of this? Is there any 
regulation covering the crossing of 
gas and electric lines? Your help will 
be appreciated. 

J.L.P. 


Electric wires often carry a heavy elec. 
tric charge from lightning into a building; 
and it is not uncommon for it to arc be- 
tween the wires and water or gas piping. 

On rare occasions, the concentration of 
heat causes a hole to be burned in the gas 
pipe, even steel pipe. 

Obviously, the best protection against a 
recurrence of the arcing you describe is 
to keep the gas piping well away from the 
wiring. If it is not possible to separate 
the wiring and gas piping adequately, 
perhaps the gas piping can be run so that 
a water line is between the two. Failing 
in this, a piece of dry, insulating material, 
such as a board placed between thie gas 
line and the electric wires in such a inan- 
ner that the arcing space would be !engti- 
ened around the edge of the board, migat 
reduce the hazard. 

Codes on gas piping do not specifically 
mention any minimum distance to he 
maintained between gas piping and elec- 
tric wiring, except that gas piping shall 
not be used as a ground. 

All electric appliances should be pro 
tected with fuses and adequately grounded 
as outlined in the National Electric As 
sociation codes. Be sure ‘your customer 
has his electric appliances properly pro- 


tected.—Ed. 
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CALIFORNIA 


The article “Relief Valves on Wa- 
ter Heaters Are Important Safety 
Factors” in your February issue, con- 
tained a statement to the effect that 
it is good policy to recommend relief 
valves on all water heater installa- 
tions. This is a point that has been 
raised frequently by plumbing offi- 
cials and deserves careful considera- 
tion by people who are likely to be 
quoted as speaking for a segment of 
the gas industry. 

We agree that relief valves are 
necessary on “closed” water systems, 
but have opposed regulations making, 
the installation of such valves man- 
datory on “open” systems. We be- 
lieve that information we have gath- 
ered in investigating steam explosions 
caused by water heaters justifies this 
view. 

There are approximately one and a 
quarter million gas water heaters on 
the lines of the Southern California 
Gas Co. During the past three years 
there have been five steam explosions 
involving gas water heaters. In every 
case the heater was connected to a 
“closed” water system, or an other- 
wise “open” system had been made a 
“closed” system by inexperienced peo- 
ple closing water valves. In three of 
the five cases a relief valve was in- 
stalled in the water system, but it 
was isolated from the water heater 
when the valves were closed. 

According to a rough estimate given 
by a representative of a control man- 
ufacturer, the installation of a relief 
valve would cost the customer about 
$10. If the thought expressed in the 
article was incorporated in plumbing 
ordinances, a needless financial bur- 
den of more than $10,000,000 would 
be imposed on the public served by 
the Southern California Gas Co. 
alone, 

Members of the gas industry obvi- 
ously have the responsibility of sup- 
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porting actions on the part of public 
officials that will further promote 
safety in the use of gas. However, 
we also have the responsibility of op- 
posing regulations that place a need- 
less financial burden on our custom- 
ers. 
C. C. Westmoreland, 
Supervising Engineer, 
Southern California Gas Co., 
Los Angeles 


Dealers are invited to express their views 
upon this controversial subject.—Ed. 


t 
MISSOURI 


It was with interest that I read the 
letter from North Dakota in the “Let- 
ters” section of your March issue. 

We have experienced the same diffi- 
culty as the writer in wanting to know 
just when repairs are necessary when 
the heads of propane vessels are dam- 
aged. 

The ASME Pressure Vessel Code 
does not cover this point expressly, 
but we are now judging this situa- 
tion by the rules set forth in Section 
U-37, paragraph b, of the 1949 edi- 
tion of Section 8 of the Code for Un- 
fired Pressure Vessels. This rule 
gives a formula for determining the 
maximum diameter allowable of a 
flat spot on a spherically dished head. 
When applying this rule, it is neces- 
sary to use a little common sense to 
be sure that the metal itself is not 
damaged. However, whenever there 
is any doubt, the tanks are always 
hydrostatically tested to be sure. 


J.R.V. 


While this interpretation of the ASME 
Pressure Vessel Code is a personal one, 
followed by the writer in repairing dam- 
aged tanks (and with approval of a par- 
ticular insurance inspector), it is not “of- 
ficial.” Only the ASME Boiler Code Com- 
mittee can give official interpretations of 
its code.—Ed. 
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. Yes — when you specify ‘Stanolind” you can be 
SURE of dependable “on spec.” products from conven- 
iently located, modern plants, and trained 

technical personnel to assist with YOUR 
problems. Why not now—write or wire— 


TANOLIND 
Oil and Gas Company 


LP GAS SALES SECTION P.O BOX 591, 


rer | TULSA, OKLA. Fy 
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T’S EASY to get in a rut and it’s 

easier to stay there. 

Too many LPG dealers are glued 
to the domestic sales route on the 
road to business success. We’re not 
belittling the importance of the do- 
mestic field, as no gasman should 
overlook a single chance to add more 
families to his accounts. 

But neither should he neglect the 
big fuel users—the commercial and 
industrial firms in his territory where 
one customer may exceed 20 domestic 
installations in volume of gas used. 

No accounts require less service, 
less re-selling, less time than restau- 
rants, hospitals, green houses, schools, 
factories or bakeries; gins, kilns, 
dehydrators and a host of other users 
where, once an installation is made, 
there is little to do but haul in the 
fuel and collect the monthly bills. 

A little more constructive effort is 
needed to make such sales but the 
superiority of gas over other fuels 
for most applications is so pronounced 
that it won’t be hard to hold the 
attention of your prospect. 

Elsewhere in this issue you will 
find a timely article that points up 
the importance of developing the com- 
mercial water heater market which 
fits well into the picture we’ve 
painted above. Be sure to read it and 
then start planning to do. something 
about developing this important, but 
lagging, commercial and industriai 
business, both from an appliance 
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sales and 
standpoint. 


increased load building 


Good news coming out of Wash- 
ington deserves some attention. High- 
er controlled materials allotments for 
most civilian hard goods, such as 
appliances, is now possible, says the 
National Production Authority, Dept. 
of Commerce. This is enlightening 
news for our industry as well as 
others. 

It is the government’s hope to send 
out 100% advance fourth quarter 
allotments simultaneously with third 
quarter allotments, which may be 
issued as we go to press, barring any 
new developments such as a steel 
strike. 

This large, six-months advance al- 
lotment, possible because of the mili- 
tary program -stretch-out and _ in- 
ereased production of many basic 
materials, should relieve industry of 
a number of headaches by permitting 
forward planning of production, ma- 
terials procurement and sales cam- 
paigns. 

An anticipated pick-up in sales of 
space heaters and ranges in the last 
half of this year may likely create a 
demand for larger production. Out of 
season buying during 1951 and low 
inventory purchases by distributors 
have distorted the normal seasonal 
sales trends up to now. 

By Ed. 
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PLUMBERS 

GAS COMPANIES 
TELEPHONE COMPANIES 
PIPE CONTRACTORS 
WATER DEPARTMENTS 
AUTO BODY REPAIR 
GARAGES 





NO TECHNICAL SKILL REQUIRED 


Dealership. 






NO.5 TORCH: especially good 
for pre-heating work. Used by 
plumbers and metal workers 
with close melting job. Devel- 
ops 2400 deg. F. 








_ rec oneermneanes mace 
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Help your prospects cut corners. Demonstrate to 
them a fast, clean and a low-cost way todo many , 
jobs. They'll grasp instantly the advantages 
MUTUAL offers. First get our large catalog which 
gives all the facts. Then get a torch and furnace 
and you're ready. Prove to yourself mow you can 
sell the profitable LP-Gas industrial trade. Make 
a few sales and you too will want a MUTUAL 


Demonstrate this popular torch and fur- 
nace to plumbers and other prospects in 
your own community. Every industrial ac- 
count is worth six domestic. Industrial 
accounts are steady, long-lasting depend- 
able; helps to balance your load. 








NO. 2 FURNACE for plumbers, is 
compact, lightweight; saves time and 
money on the job... will melt 8” pot 
of lead in 12 minutes. Ready for instant 
use. 





() 
Wutual LIQUID GAS EQUIPMENT CO., Inc. 
3600 WEST IMPERIAL HIGHWAY, INGLEWOOD, CALIF. 


BUTANE-PROPANE News 








— twme ef tet etm i. 


ss. cr ey 





pot 





E News 













eae 
= 


(x 1g4 
@ is 1 


ROMOTION minded dealers and 

distributors should be heartened 
to see the extensive advertising and 
promotion campaigns being planned 
and executed by various industry 
groups such as the Gas Appliance 
Manufacturers Assn., Liquefied Petro- 
leum Gas Assn., American Gas Assn., 
National Butane-Propane Assn., and 
the Natural Gasoline Assn. of 
America. 

Such widespread promotional pro- 
grams will most certainly generate 
a much-needed increase in appliance 
sales and the resulting higher loads 
of LPG and other gas fuel consump- 
tion. 

A coordinated program by the AGA 
and GAMA, dealers and utilities, in- 
volves an outlay of $10,000,000 in 
1952 as against an $8,000,000 ex- 
penditure in 1951. GAMA is looking 
forward to new peaks in the demand 
for gas appliances. In our industry 
alone, about 1,500,000 more rural and 
suburban homes are expected to start 
using LPG in the next three years 
in addition to the 6,250,000 homes 
which now have it. 

The heavier advertising budgets 
have been decided upon because now, 
for the first time since the end of 
W. W. II, the industry believes it is 
in a position to tap certain markets 
that were not available to it in recent 
years. 

Available inimediately for dealer 
tie-ins is the current $6,000,000 


MAY — 1952 


Spring Style Show of automatic gas 
ranges, running through June, with 
thousands of L. P. gas dealers, 400 
utilities, 50 gas range manufacturers 
and other retailers participating. The 
promotion is being keyed to the theme 
“Lovely to Look At,” tying in with 
a new M-G-M musical by the same 
name. 

Some 10,000 butane-propane gas 
marketers throughout the country 
will also have thousands of tie-in kits 
available to them for advertising use 
from the L. P. Gas Information 
Service which is scheduling advertis- 
ing in 50 national, sectional and state 
publications. Industry advertising will 
feature automatic L. P. gas water 
heaters, gas cooking and the use of 
butane-propane fuel for tractor op- 
eration. 

A substantial market above and 
beyond new sales is just now entering 
the LPG appliance picture and that 
is the replacement market. Possibly 
10% of the estimated 6,500,000 LPG 
ranges now in use are reaching re- 
placement age this year and this 
figure will grow in the years to come, 
justifying a good deal of promotion 
now and in the future. 


British writer Charles Morgan de- 
scribes life under England’s super- 
government in this way: “Socialism 
is competition without prizes, bore- 
dom without hope, war without 
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What a difference 
work Makes! 


If you feel sometimes you are just “‘spin- 
ning your wheels” in selling L-P Gas 
Systems, here’s the way to add new 
power to your sales effort. Do it by joining 
the Delta MIX-O-GAS team... get the 
benefit of their reputation, and of the 
strong, effective advertising behind 
these famous systems. 

You and your men can make more 
money easier when you offer an out- 
standing product, backed by a tested, 
proved advertising program. Decide 
now to go after real money. See what a 
difference Delta teamwork makes. We'll 
do our best to supply you with Delta 
MIX-O-GAS Systems as far as steel 
supplies permit. 


ELTA TANK MANUFACTURING CO. INC. 


P.O. BOX 1469, BATON ROUGE, LA. @ P.O.BOX 1091, rey GA. 
Export Office; Suite 110, International Trade Mart, New Orleans, U. 
MANUFACTURERS OF LPG PRESSURE TANKS AND 1.C.C. CYLINDERS 










MIX-0-GAS 
SYSTEMS 
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victory, and statistics without end.” 

We should all be on guard against 
this “creeping Socialism” in our own 
government. Bureaucratic control of 
free enterprise in peacetime tells us 
if we can or cannot build a home. 
It even tells us whether or not we 
can start and carry on a business. 

Along this line, we are told by W. 
Paul Jones, president of Servel, Inc., 
that all the precepts of good sales- 
manship are more necessary than 
ever, Today there are so few good 
salesmen working at the job of sell- 
ing that the opportunity to sell has 
never been greater. 

If we are to prosper under free 
enterprise we cannot “let George do 
it.” In selling we must keep remind- 
ing ourselves of its basic principles. 
“Know your product and believe in 
its superiority. Know your market 
and where your likely prospects are. 
Make calls. Demonstrate your prod- 
uct’s goodness. Know how it will 
benefit your prospect. And follow up 
your prospects assiduously—never let 
them cool off.’”” Remember, the sales- 
man is American business’ first line 
of attack. 


Almost half the accidents involv- 
ing gasoline trucks and other com- 
mercial cars used in the fuel and oil 
industry occur when the vehicles are 
standing still or operating in reverse. 

A study of safety engineers from 
a group of insurance companies 
shows that 25% of all the accidents 
are caused by improper backing, 21% 
by careless delivery with truck not 
in motion, and 3% by improper park- 
ing, or 49% of all accidents. 

The study was based on an an- 
alysis of more than 1,000 fatal, non- 
fatal and property damage accidents 
involving fuel and oil drivers. 

It shows that the apparently simple 
feat of operating in reverse was the 
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number one accident cause, account- 
ing for 25% of all the mishaps. 
That’s one of every four accidents 
blamed on backing improperly. 

W. Dean Keefer, director of safety 
for Lumbermens Mutual Casualty 
Company, a member of the Kemper 
insurance group, said that accidents 
caused by improper backing and by 
careless delivery cost 37% of the 
total accident expenditure. 

Causes of accidents to commercial 
vehicles in the fuel and oil industry 
and their relative cost are as fol- 
lows: 

Backing improperly, careless de- 
livering, unsafe speed, following too 
close, driving wrong side of center 
line, violating right of way, failure 
to signal properly, improper parking, 
defective vehicle, improper passing 
and improper loading. 

The following suggestions are made 
to eliminate backing mishaps: 

(1) Plan the route to avoid back- 
ing whenever possible. 

(2) If you must back up, make a 
personal check of the rear of your 
vehicle to find out what is behind 
and how much room you have. 

(3) Do not rely on your rear view 
mirror. It gives only a partial view 
of what is behind. 

(4) If you are stopped on a cross- 
walk by a traffic light, stay put. 
Pedestrians may be walking behind 
you. 

(5) Use a driveway or drive 
around the block rather than turning 
around in the middle of a street. 

(6) When parking, look for a 
space that will eliminate the neces- 
sity of backing up to get out. 


ha. 
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Now you can fill your cylinders 
quickly, easily and at lower cost 
than ever before. Convert man- 
val stations to RONEY Auto- 
matic Cylinder Charging with 
RONEY No. 1263 Control 
Valve and RONEY Trip 
Valve No. 1261. 

Bulk operators, in their 
expansion programs, are 
finding that RONEY Sys- 
tems mean big savings in 
time, fuel and money! 


FUEL No cylinder overfilling 

(controls contents within 2 
ounces). Completely eliminates 
costly fuel venting! 


TIME No ‘“‘scale-watching” ... 

operator is free for other work. new Rock- 

wood Ball-Type full-flow valves in individual 
cylinder lines open or close completely in just a quarter 
turn. 


MONEY With no fuel loss and reduced operator-time, 


RONEY Automatic Cylinder Charging means big Cash 
savings! 


PN ib ge) Vy wals 
CYLINDER 
CHARGING 


RONEY 
FOR BIGGER 
AND BETTER 


(| 


INC., 105 COLE STREET v ; 


XS 


DALLAS, TEXAS 
EQUIPMENT AVAILABLE FOR IMMEDIATE OVERNIGHT SHIPMENT 
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A long look at 
what's ahead for the 
appliance market 


7,750,000 
LPG Kitchens by 1954 


sizable unsatisfied demand 
A for liquefied petroleum gas 
in urban and rural America 
looms in 1952, despite a phenom- 
enal four-fold increase in the use 
of this fuel since 1941. Appliance 
sales will reach new peaks in the 
next few years if the industry 
keeps pace with this demand. 
Many untapped markets are be- 
ginning to open up, particularly 
the replacement and modernization 
market for gas ranges. At the close 
of 1951, the Gas Appliance Manu- 
facturers Assn. estimated 239,- 
662,000 gas ranges of all types 
in use. Of these, approximately 
9,625,000 are more than 12 years 
old and an additional 1,700,000 
annually reach this age. 
In the LPG field there are an 
estimated 6,500,000 ranges in use. 
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Well over half of these have been 
sold within the past six years, and 
probably 10% have reached “re- 
placement age.” The replacement 
market for LPG ranges sold in the 
industry’s early years is therefore 
beginning to assume marketing 
importance and will continue to 
grow in the next few years. 

During the next three years, the 
industry estimates 7,750,000 rural 
and suburban homes will be cook- 
ing with butane or propane gas, 
or an increase of 1,500,000 by the 
end of 1954. Combined with utility 
gas figures this means a total of at 
least 33,250,000 gas kitchens by 
that date. 

Nationwide surveys show that 
in the majority of domestic LPG 
installations, the range is the first 
appliance, with water heaters in 
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second spot; space heating, third; 
refrigeration, fourth, and clothes 
dryers, fifth. 

However, this is not an invari- 
able pattern. In the bulk states, 
the southern states, and on new- 
home installations, a_ significant 
number of appliance installations 
are being made with space heating 
first, then the water heater, with 
the range in third position. What 
this last fact means to gas range 
manufacturers, for example, is 
that there are roughly 1,500,000 
LPG customers who are using one 
or more appliances but do not have 


1949 
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1950 


80 
60 


™ SCALE IN THOUSANDS 








Chart shows comparison of all types of gas range and water heater production from 
1949 through February, 1952. By taking 20-25% of these figures you can arrive at 
an approximate figure for LPG appliances. 





a gas range. These are A-1 pros- 
pects who are well acquainted 
with the advantages of our fuel 
and with gas appliances. 

Latest information from GAMA 
reveals that shipments of domestic 
gas ranges for the entire industry 
during the first two months of 
1952 reached 304,000 units. Output 
of water heaters was 296,500 for 
the same period. These totals, 
while considerably below the 1951 
figures for the same months, were 
a direct result of the Korean 
“scare buying” which brought all- 
time highs in both consumer buy- 
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ing and dealer stock-piling. An- 
other factor was the metals allo- 
cation program which did _ not 
begin to take effect until mid-1951. 

Expanded allotments of control- 
led materials are forecast for the 
third and fourth quarters of this 
year.* Swollen dealer-inventories 
are expected to be reduced sharply 
with the increased availability of 
appliances from the factories. 
Since industry statistics are based 
on factory shipments rather than 
on consumer sales, the dealer- 
inventory reduction now under 
way may delay the up-swing fore- 
cast in the January issue of 
BUTANE-PROPANE News. 

However, the continuing demand 
by consumers, strengthened by the 
unprecedented $10,000,000 indus- 
try program (AGA, GAMA and 
L. P. gas) of appliance advertising 
scheduled for this year, shows 
promises of greater sales for the 
balance of 1952 and for the years 
immediately following. Also, the 
normal seasonal pattern for ap- 
pliance shipments by manufactur- 
ers is at its lowest in January and 
February and reaches a peak dur- 
ing September, October, and No- 
vember. 1951 was not a normal 
year in this respect, the heaviest 
shipments were made during the 
first six months. This year, with a 
return to fewer restrictions, it is 
expected that the average pattern 
will be resumed, off-setting the 
losses of the first few months. 

Gas industry interests today 
stress that increasing advertising 
and promotion budgets have been 
approved because “the market po- 
tentials are there” as indicated in 
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Production, in thousands, is shown for 
various types of gas fired heaters and 
furnaces for years 1949-1951. A small per- 
centage of these totals were for LPG 
homes. GAMA figures show 38,454 gas 
furnace units equipped for LPG and 5,123 
LPG conversion burners shipped in 1951. 


the foregoing. They also forecast 
large gains and the continued su- 
premacy of modern, automatic gas 
appliances for cooking and heating, 
despite a possible slowing down in 
the rate of residential building ex- 
pansion. 

The industry is aware that many 
suburban residential building op- 
erators who desired gas for home 
cooking appliances because of oper- 





*National Production Authority statements 
to the effect that 100% fourth quarter 
1952 allotments of controlled materials 
may be issued concurrently with third 
quarter allotments, permitting greater in- 
dustry planning and flexibility of pro- 
duction. 
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ating economies and better service 
were unable to provide gas ap- 
pliance equipment to new home 
owners. Now this picture is chang- 
ing and the industry will be in a 
better position to serve new hous- 
ing areas in the next few years. 


Methods Have Changed 

During the war years and imme- 
diately following, dealers were on 
a catch-as-catch-can basis for ap- 
pliances, and as a result they were 
handling those products available 
rather than customer preferences. 
With the return of more normal 
availability, dealers have been 
shifting rapidly to fewer lines, less 
inventory and more purchases 
through fuel-distributor-dealers. 

Lack of adequate heating facili- 
ties in many of the nation’s homes 
offers an excellent market for 
space and central heating units. 
More than 50% of our 45 million 
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Rural families such 
as pictured here pro- 
vide an_ excellent 
market for replace- 
ment of outmoded 
equipment with mod- 
ern butane or pro- 
pane appliances. 
There exists today 
countless thousands 
of wood and coal 
burning stoves and 
heaters in such 
homes, many of 
which are ripe pros- 
pects for LPG equip- 
ment. 


homes are at least 30 years old and 
beginning to lag behind in modern 
standards of comfort. The full po- 
tential of the heat-modernization 
market has yet to be tapped. 

A large market potential also ex- 
ists in the domestic and commercial 
water héater field including apart 
ment houses, tourist courts, swin- 
ming pools, restaurants, automatic 
laundries, barber shops, hotels and, 
the individual home owner. 





Sell to Present Users 

The opportunity for multiple ap 
pliance sales is also great with pos 
sibilities of two or more members 
of the gas appliance family in the 
home a significant factor in any 
expanded sales picture. With a greal 
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Bigger Loads, Bigger Profits 








BEAT THE BUG ‘ 


HE one type of gas usage 
Tina is more often overlooked 

in our efforts to build gas 
Joad than any 
other is the com- 
mercial water 
heater. With a 
load factor that 
is usually even 
better than cook- 
ing, and rate- 
wise and profit- 
wise at least 
comparable to 
commercial cook- 
ing, this appli- 
ance still occu- 
pies the mother- 
in-law room in 
the gas promotion scheme. - 

There are reasons. Commercial 
water heaters are less glamorous; 
the job they do—sanitizing—is less 
saleable than obvious and easily 
demonstrable*advantages of a new 
range. As a result, they have not 





D. D. WILLIAMS 
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Basic facts the dealer can use to 


sell commercial water heaters 


been pushed, and their growth in 
the past decade has failed by a wide 
margin to match that of domestic 
water heaters. The ratio of sales, 
1940 vs. 1946, is only 1.5 to 1. 

Let’s look at the market. 

A few years ago, our company 
made an independent survey to de- 
termine where the commercial 
water heaters were going. This 
survey was conducted by an inde- 
pendent marketing organization. 
The information obtained came, for 
the most part, from utility compan- 
ies throughout the country. Fig- 
ures compiled in this study show- 
ing the total number of units in 
use were verified in later reports 
of the Gas Appliance Manufactur- 
ers Assn. 

We found that the restaurant is 
by far the largest user of commer- 
cial water heaters, taking about 
46%. Next in line at that time was 
the automatic laundry store with 
about 26%, followed by other mis- 


By DONALD D. WILLIAMS 
A. O. Smith Corp., Toledo, Ohio 
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cellaneous users, ranging in size 
from the smallest barber shop to 
swimming pools using many thou- 
sands of gallons, and hotels with 
similar demands. 

Although this survey was made 
about three years ago, the percent- 
age still seems to hold true today, 
with the exception of the laundry 
store, which seems to have moved 
slightly to the direction of satura- 
tion. 

Correct Size Is Important 

The problem stems, to a great ex- 
tent, from sizing difficulties. The 
National Sanitation Foundation 
has pointed out that much of the 
commercial water heating equip- 
ment was too large for this large 
segment -of the market. Capital in- 
vestment requirements and lack of 
space have been the important fac- 
ters which prevented these estab- 
lishments from having adequate 
sterilization facilities. 

Chemicals have been tried, but 
toweling required with this type of 
sanitizing brings the danger of re- 
contamination. Domestic hot water 
heaters were more nearly the prop- 
er size than commercial models 
available, but either the input was 
too low, space was not available, or 
the appliance was not designed for 
operation at the higher tempera- 
ture. 

In spite of the good load factor 
and the profitable volume of gas 
that is used by commercial water 
heaters, this equipment never 
seems to be included in the pro- 
motional campaigns that are so 
often used for the sale of domestic 
water heaters. 
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I remember that in the utility 
company where I once worked we 
were aggressively concerned with 
the sale of gas appliances. We in- 
stalled domestic water heaters, 
complete, for as low as $59.50, with 
no down payment, 50 cents a month 
installments, and no interest charg. 
ed—so anxious were we to obtain 
this good water heating load. But 
we never once extended these terms 
to the commercial water heating 
department. The same was true on 
any househeating sales campaign 
that we had in those days: we 
really had to sell gas then, but we 
didn’t promote commercial space 
heating. 

Why was this true? Well, be 
cause the commercial department 
is often operated by the engineer: 
ing department, getting little en 
couragement and promotional help 
from the general sales manager. 
Then, too, the commercial load is: 
smaller percentage of the total than 
is the domestic water heater, ani 
it tends to lie unnoticed. Yet it isa 
very important factor which should 
not be overlooked in our promo 
tional campaigns. 





Smaller Heaters Promoted 


We have recently set about 2 
campaign for the purpose of estab 
lishing the smaller commercial 
water heaters for restaurant use 4& 
a regular item of L.P. gas dealers, 
plumbers and the utilities. The 
campaign, called “Beat the Bug,’ 
consists of special inducements 
which encourage the dealer beyont 
the mains, plumbers and _ utility 
companies to display the small com- 
mercial water heater. 
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How “Beat The Bug’’ Worked 


Goal of A. O. Smith Corp.’s 
“Beat the Bug” campaign was to 
get 400 new dealers to display the 
company’s Model 180 water heater 
and to sell 1000 of these heaters. 
Originally scheduled for Aug. 1 
to Oct. 1, 1951, the campaign was 
extended 60 days, to Dec. 1, be- 
cause of a slow start resulting 
from late summer: vacations. 

Registration forms were pro- 
vided for dealers, distributors, and 
utilities to sign, pledging co- 
operation and agreeing to send 
out a mailing and follow-up telling 
restaurant operators how _ the 
Model 180 will “beat the bugs” by 
furnishing the sanitizing rinse for 
small restaurants, enabling the 
owner to comply with health re- 
quirements. 

Here’s what A. O. Smith offered 
to do for those participating in 
the drive: 

For dealers. Sell the display 
heater for $25 less than regular 
price. Furnish a reasonable amount 
of promotion material for the cam- 
paign, including a heater display 
card. Offer cooperative advertis- 
ing. Furnish, at no cost, direct mail 
literature with the dealer’s name 
imprinted. Help in the formula- 





tion of a direct mail promotional 
program. 

For distributors. Sell heaters 
placed on a dealer’s floor for dis- 
play until Jan. 1, 1952 at 10% 
below the normal price. Pay dis- 
tributor salesmen a $2.50 bonus 
for each Model 180 sold during 
the campaign, including display 
models. Conduct meetings with 
dealer and distributor personnel to 
show how large volume heaters 
can make money for them. Fur- 
nish display cards for dealer floor 
displays, as well as a reasonable 
amount of literature. Furnish some 
help in making dealer contacts. 

For company salesmen, Pay $1 
per Model 180 sold and shipped 
during the drive. The campaign 
approximately doubled sales of the 
Model 180. 

Campaigns of this type are very 
encouraging to us in that they 
prove that even in a thin market, 
promotional sales drive can be 
carried out successfully, interest 
stimulated in the product, and 
measurable results obtained. In 
addition, such a campaign stimu- 
lates the entire commercial hot 
water heating field, and sales of 
other units also pick up. 
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We believe that if the heater is 
being displayed, and if the dealer 
has an investment in the item, he 
will be aware of the commercial 
water heating market. Then when 
he sells the item he will become 
acquainted with its use and with 
the commercial field with which we 
are concerned. 


Dealers Now Aware of Market 


This campaign has met with a 
considerable amount of success, 
and there is every indication that 
the sales outlets are now becoming 
aware of the possibility for sales 
and profits which they have for- 
merly overlooked. 

It is our belief that because of 
the good gas load these water heat- 
ers provide, the dealer should be 
encouraged to seek out, sell, and 
install this type of appliance. 

An interesting sidelight was 
found in promoting this market. 
An entree is gained in the restaur- 
ant by means of the small water 
heater. As a dealer looks the situa- 
tion over, he learns that the small 
water heater will not suffice and 
gradually works the sale up to a 
larger unit which is correctly sized 
and which, of course, uses more 
gas. If he had come in originally 
with only the larger equipment, he 
would have received no considera- 
tion during that stage of the sale. 
From a recent mailing which was 
made in a small eastern city, eight 
return cards were received, and in 
only one of these was a small water 
heater sold; the other seven pur- 
chased were large units. 

More and more of the dishwash- 
ing is done today with machines. 
The saving of labor costs is a 
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vital factor here and, of course, the 
particular washing job and th 
higher degree of sanitation obtain. 
ed all encourage the purchase ani 
use of dishwashing machines. We 
are concerned, for the most part, in 
the water heating field with the 
sanitizing rinse—that is what 
makes up the greater part of the 
load. That is where the 180° wate 
is used. That is where the boost 
ing is done—to bring previously 
heated water up to 180°. There are 
three main types of machines on 
the market, all of which have dif: 
ferent rinse water requirements. 
About 70% of all dishwashing 
machines are of the single tank, 
door type. In this machine a single 
rack of dishes is placed. The rack 
is washed with a pumped spray, the 
same water being pumped over the 
dishes repeatedly for a period of 
about 30 seconds. The temperature 
of this wash water should be a 
least 140° or slightly higher. At the 
end of the wash period the dishes 
should be allowed to drain for four 
or five seconds, followed by a rinse 
spray. This rinse sprays 170° o 
180° water over the dishes for 
period of 10 seconds. The tray it 
then removed from the machine 
and another tray of soiled dishes 
is placed) in the machine and the 
same procedure is repeated. 


Machines Handle 6 Racks Per Hour 
There are two sizes of these ms: 
chines; the larger handles racks 2! 
in. x 20 in.; the small takes 16 in.: 
16 in. racks. The rate of rinse flow 
on the larger machine is 9 gpm ant 
on the smaller one about 6 gpm. Al 
the best rate, about 6 racks an how 
can be run through these machines 
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sZING TABLE FOR SUPPLYING HOT WATER REQUIREMENTS OF FOOD SERVICE ESTABLISHMENTS 


All figures for the number of heaters and size of hot water storage tank specified below are based on raising all water 
from the inlet or supply water temperature, shown in Columns F, G, H, or J, to 140° F, and boosting 40% of the 
140° water to 180° for the tinse in the machine. 


E Where the 


ture of the J 
_ ace er 
pi sated sented wat at 50° F at all times 
the dishes for the 
on 
moximum number of persons 
served per meal 


SECTION A 
Find the number of 
of tank in this 
di: ‘or ti 
in a single hour, or 
maximum number of 
served per meal is: 


number of 
of tank in this 
than one 


two 


te 
the maximum 


or 


to 
maximum 


less 


the number 
of tank & 
more than three 
not longer La pl Ay 
are reese 
meal and the maximum 


600 or 





‘ 


but the dishwashing machine man- 
ufacturers tell us that about 30 an 
hour will result under ordinary, 
good operation. If the temperature 
of the rinse spray is 170°, and if 
the spray time is 10 seconds, and 
the proper rate of water flow is 
applied, the bacteria kill will gen- 
erally be 99+-%, which is suffic- 
ient. 

There is no need to use larger 
amounts of water or higher tem- 
perature water. If lower amounts 
are used, the bacterial kill will not 
be sufficient and the dishes will not 
dry properly without being toweled. 
This toweling process can cause re- 
contamination and, of course, more 
labor is required. Often this saving 
of labor from toweling processes 
will offset expenditures for the 
equipment. 


Larger Capacity in Conveyor Type 


The second type of machine is 
the rack conveyor type. These ma- 
chines are usually of larger capac- 
ity since the racks are moved 
through the machine, one after the 
other, passing through an area 
which throws a heavy wash stream 
of 160° water over the dishes 
which finally receive a spray of 
rinse as they are leaving the ma- 
chine. It is not possible for the 
dishes to be exposed to a 10-second 
rinse when they are passing 
through a curtain type of 170° 
rinse spray; therefore, to effect a 
higher bacteria kill, the washing 
temperature in this type of ma- 
chine is usually kept up to 160°, in 
accordance with the newer require- 
ments of the National Sanitation 
Foundation. There are some varia- 
tions from this type (e.g., such as 
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the belt conveyor type of machine), 
but in any case the rinse spray on 
all of these is about all the same— 
about 5 gpm. 


Front-Opening Type Not Made Now 


In the past couple of years, there 
has also come into the market a 
machine known as the “front oper- 
ing” or “under the counter” type. 
This was also designed for the 
smaller restaurant, and has a still 
different cycle. However, the de. 
mands of this machine are such 
that the small water heater supply- 
ing 180° water can furnish the re. 
quirements. Due to limitations on 
critical materials this machine is 
not being produced at this time, 
and it will probably not be made 
until more critical materials are 
available. 

Among the first tests undertaken 
by the National Sanitation Foun 
dation after it was established was 
the testing of dishwashing ma- 
chines to determine proper design 
operation. The single tank door 
type was the first tested, since it 
represented 70% of all sales today. 
This study has progressed to the 
point where definite design specifi 
cations are now set up for the 
various types of machines anil 
those machines meeting such re 
quirements will bear a _symbd 
“NSF,” similar in effect to the 
AGA seal. 

We shouldn’t overlook the need 
of hand washing hot water meth- 
ods either. There are still far mor 








restaurants, particularly the smal 
ones, that use hand washing ani 
hand rinsing than dishwashini 
machines. Requirements vary some 
what in different localities on tht 
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sanitization of hand washed dishes 
but, in general, they should be im- 
mersed about 30 seconds in 180° 
water. This means that the vat 
must be kept up to temperature. 
There is a tendency among oper- 
ators to reduce this temperature 
since working: over such heat is 
uncomfortable. 


Some States’ Disfavor Hand Rinse 


Hand spray rinses are also used 
for rinsing these handwashed 
dishes. There again, of course, 
180° water is needed, and the 
operator should be taught to give 
the proper amount of time and 
care in spraying the dishes. There 
is a tendency in some states to 
lok with disfavor on the hand 
spray rinse, because of the strong 
possibility of an inadequate rinse 
job. The hot water requirements 
for hand washing, if it’s properly 
done, will not vary greatly from 
those of the dishwashing machine. 

Dishwashing machine manufac- 
turers and their representatives 
are, of course, glad to work with 
the gas company and commercial 
hot water heating equipment sales- 
men. They realize the importance 
of this equipment to the success 
of their machines. They tell us 
that 85% of their service calls on 
dishwashing machines are the re- 
sult of inadequate hot water, either 
as to amount or temperature. 

It is our belief that the data for 
sizing of gas equipment should be 
simple enough for anyone to use. 
In times past, when sizing equip- 
ment for a restaurant, it was nec- 
essary to go through many calcu- 
lations that involved gallons of 
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storage capacity, heater capacity, 
etc. In many cases, the plumber 
was lost in a maze of figures. As 
a result he didn’t figure at all; he 
either undersized or considerably 
oversized to be on the safe side. 
With the information that is avail- 
able today, these calculations are 
no longer necessary and it is only 
necessary to ask the restaurant 
operator two questions: how many 
people does he feed in the peak 
meal, and how long does it take 
to wash the dishes. From this in- 
formation, the size of the storage 
tank and the size and/or number 
of heaters required can quickly be 
determined. Wide experience has 
shown that sizing by this shortcut 
is entirely adequate. 


55% of Water for Rinsing 

Regardless of size or type of the 
dishwashing machine, about 1.8 
gals. of hot water will be needed 
for each meal that is served. This 
includes that used for preparing 
the food, cleaning up after the 
meal, and washing the dishes and 
rinsing. About 55% of this water 
is used for rinsing and must there- 
fore be 170°. This means about 1 
gal. per meal of rinse water. A 
factor of 1.3 is applied for elabo- 
rately served meals, and a factor 
of .7 is used where the restaurant 
serves light meals, such as a ham- 
burger stand, for example. 

The sizing table developed by 
A. O. Smith Corp. details require- 
ments of hot water for food serv- 
ice establishments -covering length 
of period required to wash dishes 
for a meal and maximum number 
of persons served per meal. 

















By J. C. KELLNER, Jr. 


Appliance Service Manager, Servel, Inc. 


BOUT a year ago Mrs. Jone 
Aust a new Servel gy 
refrigerator from Reed { 
Wright, who operate Rural Hom 
Gas Service. There is nothing u- 
usual about that. The gas refriger- 
ator is a pretty standard piece of 
merchandise. She could have bough 
the same model from either of tw 
gas and appliance dealers in neigh- 
boring towns, or from a department 
store at the county seat. 

Mrs. Jones recommended this re 
frigerator to a number of he 
friends. Again there is nothing u- 
usual about that. If properly in 
stalled and used, it can be dependei 
upon to, do a good job of refriger- 
ation. 

But really worthy of note is that 
Mrs. Jones recommended, with un 
inhibited enthusiasm, that he 
friends buy their Servels from Reei 
& Wright. Five of her friends fol 
lowed her advice, and as the resul 
of similar enthusiasm, 11 mor 
sales to their friends have followed. 
In addition, a number of ranges, 
water heaters, and house heating 
appliances have been sold to thes 
and other customers. Included it 
the group are six new gas cust 








mers for Reed & Wright. There wi 
no high-powered salesmanship i 
volved in any of these deals. Bil 
there was the finest sales suppot! 
that any firm can have—the ove 





BUTANE-PROPANE News 
































flow 
cust 


not 
neo’ 
libe 
tion 
sho’ 
the 
inst 
ing 
plyi 


pro 
oth 
fiel 
wel 
line 
the 
pic 
hav 
mel 
oth 
not 
res 
out 


the 
pre 


MA\ 










































I, Ine. 


. Jone 
el gas 
eed § 
Home 
ng un 
friger- 
iece of 
bought 
of tw 
neigh: 
rtment 


his re- 
of her 
ing ul 
rly in 
pended 
friger: 


is that 
ith ur 
it her 


m Reef 


ids fol- 
» result 

more 
lowed. 
ranges, 
reating 
o these 
ded in 

custo 
are Was 
hip it 
Is. But 
suppor 
e over 


NE News 





lations Home 


Awell planned program—from 
warehouse to kitchen — will 
cause Mrs. Housewife and 
friends to.rave about your ap- 
pliance service. 


fowing enthusiasm which caused 
customers to tell their friends. 

Why ? 

This type of sales support does 
not come automatically or sponta- 
neously. It was generated by a de- 
liberately planned customer rela- 
tions program, which began in the 
showroom and extended through 
the whole transaction, including the 
installation, the subsequent servic- 
ing of the appliance, and the sup- 
plying of the fuel. 

In analyzing their competitive 
problem, Reed & Wright found that 
others in the propane and appliance 
fields who served their territory 
were doing a good job, along proven 
lines, and that competition was 
therefore keen. As they saw the 
picture, their own operation would 
have to be gocd in every depart- 
ment just to stay even with the 
others in the field. But that was 
not enough. In order to make prog- 
ress, something would have to be 
outstanding. 

They saw an opportunity to make 
their business unusual by the im- 
pression made on their customers 
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Step-by-Step 
Installation Procedure 
(illustrated) 


1. Make installation date with cus- 
tomer well in advance. 

2. Uncrate, set up and check appli- 
ance in showroom. 

3. Move to customer using padding, 
strapped to truck, dolly. 

4. At customers, check on suitable 
location for appliance. 

5. Move in appliance from truck care- 
fully. 

6. Lay out tools on padding. They 
must shine. 

7. Serviceman is dressed neatly, car- 
ries spare brown uniform for 
“dirty” work. 

8. Cleans up as goes along. Wipes 
tools. 

9. Exposed pipes are painted. 

10. Appliance leveled carefully into 
place, connected, tested with man- 
ometer. 

1]. Cleans up appliance, showing how 
to customer. 

12. Explain workings of appliance, 
hand over instruction manual. 











while engaged in the routine jobs 
of installation and servicing of the 
_ refrigerators, ranges, heaters, and 
other appliances in their customers’ 
homes. Since all of their competi- 
tors handled these “in-the-home” 
jobs on a friendly but routine basis, 
here was the opportunity to do 
something which would put their 
own operation in a higher bracket. 
When the appliance goes into the 
customer’s home—whether it is a 
two-room shack or a hundred thou- 
sand dollar mansion—she wants her 
premises treated with respect. She 
has her own ideas about where she 
wants the appliance located, and 
she does not want it or the floors, 
doorjambs, and furniture marred 
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or marked with grease or dirty fin. 
gerprints. She wants the installa. 
tion to be made on schedule, and the 
more quickly and neatly the whole 
operation can be handled, the better 
she likes it. 

Based on this analysis, Reed 
Wright worked out an installation 
procedure which, from start to fin- 
ish, considered the customer’s de. 
sires and the impression she would 
have when the job was done. 

In Reed & Wright’s conception of 
the most effective installation pro- 
cedure, the first steps are taken in 
the warehouse. Every appliance is 
uncrated and inspected to see that 
all necessary parts have been in- 
cluded, and that there has been no 
damage in transit. There is nothing 
that a customer likes less than to 
have her yard littered with crates 
and packing materials, and the ap- 
pliance sitting in the middle of her 
kitchen floor while the installation 
man goes back to the shop fora 
missing part. 


Appliance Tested at Warehouse 

In the Reed & Wright procedure 
every appliance is set up, tested an‘ 
adjusted, using the type of gas that 
the customer will use, before it 
leaves the warehouse. This has been 
demonstrated to be more econom- 
cal, and far more “professional’ 
than to perform these operation 
after the appliance reaches the cu’- 
tomer’s home. It also has the aé- 
vantage of convincing the custo- 
mer, right from the start, that her 
appliance is satisfactory, instead 0 
leaving her wondering how long i! 
will be before it gives trouble. 

The man who makes the appli: 
ance installations is never spoket 


BUTANE-PROPANE News 














































ty fin- 
Stalla- 
nd the 
whole 
better 


eed & 
llation 
to fin- 
"s de- 
would 


‘ion of 
nN pro- 
ken in 
nce is 
e that 
en il 
EN Nd 
othing 
an to 
crates 
he ap- 
of her 
lation 
for a 


use 

edure 
»d and 
s that 
ore it 
3 been 
nomi- 
ional” 
ation: 
e cu’ 
le ad- 
custo- 
at her 
2ad 0! 
yng it 


appli- 
poken 


> News 





465 


of as a serviceman. He is an “in- 
stallation engineer” and looks and 
dresses the part. His uniform is 
light gray and the company stands 
the cost of laundry and frequent 
changes. He is the best salesman 
in the firm, with a good mechanical 
background and thorough training 
for his present job. 


Dates Made Ahead 


Dates are always made in ad- 
vance to make sure that the custo- 
mer will be at home when the in- 
stallation is made, and these dates 
are scrupulously kept. 

Moving a refrigerator or a range 
toa customer’s home is done just 
as carefully as if it were a grand 
piano. The appliance is covered 
with a pad and strapped into a cor- 
ner of the truck so it cannot slip 
around and undergo damage in 
transit. An appliance dolly with 
rubber tires is carried on the truck. 
To the lower side of this dolly is 
strapped a pad onto which the ap- 
pliance is unloaded so there will be 
no possibility of denting or scratch- 
ing the customer’s floor. 

The installation engineer first 
checks the location for the appli- 
ance to make sure that it will fit 
and function. If it is not possible 
to make a satisfactory installation 
in that location, the situation is ex- 
plained to the customer and an at- 
tempt is made to revise her plans 
so the appliance can perform as she 
expects. This may involve altera- 
tions to the kitchen or a substitu- 
tion of a different size appliance. 

To avoid friction in the company, 
these latter arrangements are al- 
ways handled in collaboration with 
the salesman who made the deal. 
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should be 


The “installation engineer" 
dressed ‘‘fit to kill” 


When everything is ready for the 
installation, the appliance is moved 
into the kitchen and placed in loca- 
tion by means of the appliance 
dolly. 


Tools Laid Out In Order 


Then the show starts. The instal- 
lation engineer’s tools are kept.in a 
neat box which is smoothly painted 
in the company’s colors. On the bot- 
tom is cemented a strip of long-nap 
carpet to keep the tool box from 
scratching the floor. The first thing 
removed from the box is a roll of 
canvas on which is placed a white 
towel. This provides padding to 
prevent the tools from scratching 
the floor. The tools are then laid 
out in order on the white towel. 
Every possible tool is chrome plated 
and all are immaculately clean. A 
wiping cloth is carried in the tool 
box to clean each tool every time it 
picks up a bit of grease, dirt, or 
paint. 

The installation engineer carries 
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a suit of brown coveralls for use 
where it becomes necessary to dig 
ditches or go under the house in 
making the installation. If other 
servicemen are required on the job, 
as in setting tanks or installing 
pipe lines, they do not enter the 
house in dirty clothes. 


Always Cleans Up Work 

In bringing the gas line to the 
appliance it is sometimes neces- 
sary to drill through a floor or a 
wall. The mess is always cleaned 
up immediately. The use of pipe 
wrenches, pliers, or other tools 
having teeth, is avoided if possible, 
but where it is absolutely neces- 
sary to use them, any burrs on 


Water heater and other appliances should 
be checked carefully at warehouse before 
delivery to customer. 
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the pipes or fittings are filed off 
so they will never snag fingers, 
clothes, or dust mops. 

Wherever it is necessary to in- 
stall copper tubing, the lines are 
cut and bent with special copper 
tubing tools making the installa- 
tion as neat and attractive as pos- 
sible. 

All exposed pipes and _ tubing 
are painted. For this purpose the 
installation engineer carries cans 
of black, white and aluminum 
quick-drying lacquer. Papers are 
always placed on the floor below 
the pipes while the painting is 
going on. 

The gas refrigerator may be 
leveled by means of built-in level- 
ing devices. Other appliances are 
leveled very carefully by means of 
thin wooden shims, which have 
been cut at the warehouse to uni- 
form size, using the thin veneer 
packing case material which is 
usually going to waste around the 
shop. These shims are always 
sprayed with black enamel before 
leaving the warehouse. This makes 
the neatest possible installation, as 
it matches the base of the ap- 
pliance. 

When the appliance is placed, 
leveled, and connected up, it is 
lighted up and the adjustment is 
given the final test with a water 
manometer which is carried in a 
separate case painted in the com- 
pany’s colors. The final operation 
is cleaning up any mess which may 
have been left, and cleaning and 
polishing of the appliance. This is 
always done in the presence of the 
customer, so it provides an op- 
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Installation isn't com- 
pleted until every 
phase of the appli- 
ance’s operation is 
explained to custom- 
er by the “installa- 
tion engineer" who 
turns over to her the 
instruction book fol- 
lowing his demon- 





stration. 


portunity to explain how the ap- 
pliance should be cleaned. 

Reed & Wright do not believe 
that the installation of a refriger- 
ator, range, water heater, or any 
other appliance is completed until 
the customer is instructed in every 
phase of its operation. 

Contrary to popular belief, most 
customers do not know how to care 
for or operate the more compli- 
cated appliances which go _ into 
their homes, particularly refrig- 
erators. Research by a large gas 
utility company disclosed the fact 
that 95% of the people who own 
both gas and electric refrigerators 
do not understand their operation 
even though nearly all manufac- 
turers go to considerable expense 
to produce instruction manuals 
and one is supposed to be delivered 
with each of their refrigerators. 

If an instruction book is in- 
cluded with the appliance, the in- 
stallation engineer gives his in- 
structions using the facts in the 
book as his working outline, then 

! 
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hands the book to the customer 
and tells her that everything she 
needs to know about the care and 
use of the appliance is in the book, 
but if there is anything that she 
does not understand, do not hesi- 
tate to call on the company for 
more information. 

By following this procedure 
meticulously, Reed & Wright find 
that customers are pleased with 
the appliances right from the start 
and that subsequent service calls 
are seldom required. By following 
this procedure, they have avoided 
many embarrassing and costly mis- 
takes made by other dealers whose 
installations perhaps have not 
been so carefully made. 

° 

Some of the situations laid in 
the laps of the field service repre- 
sentatives of many appliance manu- 
facturers, as the result of poor 
installation of appliances and in- 
adequate instruction of customers, 
are absolutely weird. 

For example, a customer in 
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“Anti-freeze" in the ice cube trays. 


Montana sent in a complaint that 
everything in her’ refrigerator 
froze solid. Upon investigation, it 
was found that the installation had 
been made on the back porch of the 
home, where the only protection 
from the weather was a thin sheet 
of plastic screening. The tempera- 
ture outside at the time was be- 
tween 20° and 30° below zero. 

The serviceman explained that, 
naturally, anything sitting out in 
that temperature would freeze and 
under those conditions the refrig- 
erator could not possibly operate 
normally. It seems the lady was 
under the impression that if the 
little gas flame could make the re- 
frigerator freeze in summer it 
should keep it warm in winter. 
After the refrigerator was moved 
into the kitchen its operation was 
satisfactory. 

Another L. P. gas dealer in 
Iowa received an order for a 
domestic installation for a $50,000 
home. The order included an under- 
ground system, furnace, water 
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heater, and refrigerator. The in- 
stallation men leveled the appli- 
ances to the rubber-tiled kitchen 
floor with pieces broken from a 
wooden shingle picked up in the 
wood shed. When the homeowner 
checked the installation and saw 
the rough edges of the shingle pro- 
jecting from beneath the appli- 
ances, he hit the ceiling. The sloppy 
installation convinced him that he 
would continue to get this type of 
service from the company, and told 
the dealer to take out the entire 
installation, including appliances 
and tank, after which he called an- 
other dealer to install the same 
equipment and appliances. 


Used Thin Black Shims 


The second dealer made his in- 
stallation exactly duplicating the 
first but he used thin black shims 
to level the equipment. The owner 
was perfectly happy with this in- 
stallation and the second dealer 
still serves the account. 

A prominent lawyer in Omaha 
built a néw country home and in- 
stalled three gas refrigerators, one 
each in the butler’s pantry, the 
kitchen, and the bar. Since no such 
new home is complete without a 
housewarming, he arranged for a 
big party at which he planned to 
serve cocktails. But on the after- 
noon of the party, he telephoned 
for help from the serviceman. He 
couldn’t make a single ice cube in 
all three refrigerators and would 
the serviceman please come out 
and bring some ice. The service 
man picked up 50 pounds of ice 
cubes at the local ice plant and 
drove to the customer's home. 
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On checking, the first refrigera- 
tor appeared to be cold enough, as 
vapor could be seen escaping when 
the door was opened. There was 
nothing but liquid in the ice cube 
trays which had been there since 
morning but still had not frozen. 


“Nothing But Gin” 


The serviceman asked the custo- 
mer what was in the trays. Nothing, 
hereplied, nothing but gin! The as- 
tonished serviceman explained that 
deohol was formerly used almost 
wiversally to prevent freezing of 
water in automobile radiators and 
the customer replied, “So it was. I 
recall it now, but I didn’t want to 
se ice cubes in my drinks because 
they melt quickly and dilute the 
liquor.” 

All of which proves that after a 
good, neat, clean installation is 
made it is still necessary to give 
the customer the proper instruc- 
tions on how to use the new appli- 
ance. In order to do this, the instal- 
lation engineer must know both the 
sales and service story and be com- 
pletely familiar with the owner’s 
instruction book which comes with 
each appliance. 

As the result of experience, Reed 
& Wright have found that merely 
going over the points in the in- 
struction book is not enough. To 
make a lasting impression, the rea- 
sons for those particular instruc- 
tions must also be explained. This 
is the best insurance that the cus- 
‘omers will know how to operate 
their appliances which then will be 
given a chance to render satisfac- 
tory service. 

This satisfactory service is nec- 
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essary if customers are to be kept 
happy, but it is not the major rea- 
son why Reed & Wright’s cus- 
tomers recommend them to their 
friends. They expect the appliances 
to function, and would complain if 
they did not. 

What they do not expect is the 
uniformed service engineer with 
the chrome plated tools who makes 
the installation so quickly, cleans 
up his mess, and explains the op- 
eration of the appliances so care- 
fully and clearly. That is why Mrs. 
Jones and her friends spend hours 
telling their friends about the su- 
perlative service of Reed & Wright. 


O. J. Wissing Named Manager 
Of Protane Corp. Branch 


Owen J. Wissing has been ap- 
pointed manager of the Anderson, 
Ind., district for Protane Bottled Gas 
Service, according to announcement 
made recently by H. N. Forman, pres- 
ident of the Protane Corp. 

Mr. Wissing has had 10 years of 
retail experience in the bottled gas 
business. He is well known to dealers 
in the central and southern parts of 
the state. 


Sun Oil Proposes Texas 
Underground Storage 


An underground storage project 
with a capacity of 100,000 bbl. of 
LPG is planned by the Sun Oil Co. 
Construction will take place in the 
Spindletop field, Jefferson county, 
Texas. 

A cavity will be washed out at 
about 900 ft. after a well has been 
drilled through the caprock to a salt 
formation at that depth. 
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reference number of purchase or- 
der or sales slip. 

By keeping the proper entries 
under “quantity purchased,” “quan- 
tity sold,” and “balance on hand,” 
we have a perpetual inventory on 


this item. When the inventory 
balance is down to the number 
indicated as minimum stock, it is 
time to re-order the quantity nec- 
essary to reach maximum stock. 
These high and low limits of in- 
ventory are set on the basis of 
normal sales volume and time re- 
quired to secure new stock after 
the order is placed. 

On items which can be procured 
quickly after ordering, the number 
required for 60 days of normal 
sales should be the maximum pur- 
chased at one time. Many operators 
work even closer than this on 
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Remington Rand In- 
ventory Control Sys- 
tem, using Kardex 
files and cards. In 
addition to a _ per- 
petual inventory, a 
special feature is the 
monthly recapitula- 
tion of sales, which 
is a valuable guide 
in purchasing  sea- 
sonal merchandise. 


standard appliances which can be 
obtained quickly. By referring to 
the date column on the record card 
it can be ascertained whether any 
particular item is selling rapidly 
or stays in stock for too long a 
period. 

At the bottom of the card is a 
section devoted to cost record. 
These spaces are filled out follow- 
ing each purchase on which the 
cost differs. The unit cost should 
be the purchase price of one unit 
plus the transportation cost in- 
volved in getting it delivered into 
the warehouse. Where price 
changes have been noted, it is 
possible to figure the average unit 
cost on the current inventory from 
the number on hand and the vari 
ous unit costs represented. 

This same basic information is 
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developed on all of the different 
inventory control cards issued by 
several publishers. Some systems 
are more elaborate than others, 
require slightly more or less time 
to maintain the records. Reming- 
ton Rand produces an inventory 
control card which includes two 
sets of movable signals incorpo- 
rated into a Kardex system, where- 
by it is possible to pick out at a 
glance all items which need re- 
plenishing. 

Inventory cards on appliance 
stocks should be kept in the office 
where it will be convenient for the 
accountant to enter daily all pur- 





Remington Rand Kar- 

dex file shown pulled 

from cabinet with 

typical inventory con- 

trol entries for a gas 
range. 


chases and sales. In small busi- 
nesses this may be done directly 
from the file copies of purchase 
orders and sales slips. In very large 
companies where inventory control 
is a separate department, extra 
copies of purchase orders and sales 
slips are provided exclusively for 
the use of the inventory control 
department. The time required in 
keeping cards posted is insignifi- 
cant. 

When the inventory control sys- 
tem is first set up, it is necesary 
to establish high and low limits on 
each item by personal judgment or 
from such information as is avail- 
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able. The latter is frequently in 
such form that it is not possible 
to get an accurate history. Hence, 
it is necessary to recheck, after a 
few months, to determine from the 
records on the inventory control 
cards whether the high and low 
limits have been set correctly. 


Lower Maximum Saves Money 


If a popular item is frequently 
out of stock, it is obvious that the 
low limit has been set too low. If 
purchases are spaced too far apart, 
the maximum stock is too high. 
Capital will be released for other 
activities by establishing a lower 
maximum. 

A study of the transaction rec- 
ords on the cards will reveal items 
which are moving so slowly as to 
be unprofitable to handle. Extra 
sales efforts should be devoted to 
these items, or they should be 
cleared out of stock and discon- 
tinued, making capital and show- 
room space available for other 
items which will sell more rapidly. 

Dealers should be particularly 
cautious against over-buying to get 
quantity prices. Many salesmen will 
overstock a customer if the op- 
portunity presents itself, but this 
is extremely disadvantageous to 
the dealer because it reduces the 
number of good lines which can 
be carried, and ties up too much 
capital in merchandise which is 
kept in storage in the warehouse 
for too long a period. 

The unseen cost of overhead 
items in conducting a business goes 
on continuously, and whether or 
not apparent in the accounting rec- 
ords, this adds to the cost which 
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should be charged against the item. 

An example which emphasizes 
this factor is the common practice 
of used car dealers who figure that 
it costs them so much per car per 
day to keep used automobiles on 
their lots. This overhead cost will 
run from 50c to $1.50 per car per 
day, depending upon the location 
and scale of operation. The dealer’s 
investment in the car actually in- 
creases by that amount for every 
day that it remains unsold. 

The dealer rightly figures that 
he will make more money by cut- 
ting the price of a slow seller so 
he can have money and space avail- 
able to restock with a faster- 
selling car. This same principle 
applies to every other line of busi- 
ness. In the appliance department 
the formula is a little more compli- 
cated but it leads to the same end. 


Time Costs Money 


Merchandise must be sold to 
make a profit. If not sold, time only 
increases the cost. 

Suppose, for example, that the 
gas and appliance dealer stocks 
two models of domestic ranges and 
sells only one of the less popular 
model in a year, while the other 
model shows six sales. The popular 
model is not just six times as profit- 
able to handle as the other, because 
the one which stays in stock for a 
year is actually handled at a loss 
—the gross profit on the one sale is 
less than the accumulated overhead. 
But on the one which sells well, 
there is a net profit on each of six 
sales—and the capital involved in 
the six profitable sales is the same 
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as that tied up in the one unprofit- 
able sale. 

Nearly all appliance dealers han- 
dle used trade-ins. Obviously, there 
is no need for a perpetual inven- 
tory card on this merchandise. But 
it is equally important to keep used 
merchandise moving. Many deal- 
ers handle this problem by putting 
a tag on each used appliance, en- 
tering the date it was placed in 
stock and the selling price. If in- 
spection reveals that some of these 
used items have been in stock too 
long, some special means should be 
devised to unload them. A special 
inducement for route drivers to 
use the item in securing a new cus- 
tomer, a substantial price reduc- 
tion, or featuring the item as a 
“today’s special” are suggestions. 


May Include Parts Items 


The inventory control system 
may be profitably extended to in- 
clude items in the parts and service 
stock which are used in consider- 
able volume. Most dealers have a 
needlessly high inventory in this 
department which can be material- 
ly reduced, without handicapping 
the operation, by the fairly simple 
expedient of keeping purchases 
down to short period requirements. 

Where parts or service items are 
kept in bins it is most convenient 
to keep the inventory card in a 
holder on the bin so that additions 
and withdrawals may be _ noted 
whenever they occur. High and low 
limits are just as important here 
as in the control of appliance in- 
ventories. This seems to be the de- 
partment in which items are most 
frequently out of stock before any- 
one remembers it’s time to reorder. 
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The “low limit” on the record card 
serves as a reminder to reorder. 

Those service items which are 
ordinarily carried in bins or boxes 
in the service trucks may be con- 
trolled by establishing high and 
low limits for the stock in the 
truck. This should be noted on the 
bin card and the service employes 
required to conform to the indi- 
cated withdrawal quantities. 

In every service department 
there will be quite a number of 
small items which are used infre- 
quently but when required, are so 
important that it is necessary to 
carry a stock on hand. It may not 
be worth the bookkeeping cost to 
run a perpetual inventory on these 
items, although complete exhaus- 
tion or overstocking may be read- 
ily avoided by putting a card on 
the bin indicating the high and 
low limits, and the amount to re- 
order. 

Briefly, the advantages of an in- 
ventory control system are: 

It reduces inventory, releasing 
capital to permit carrying addi- 
tional lines. 

It prevents overstocking and the 
resultant high overhead charge- 
able against sales. 

It prevents understocking, per- 
mitting the dealer to make sales 
which would otherwise be lost. 

It guides in the elimination of 
slow moving items, making capital 
available for the purchase of more 
profitable items. 

It reveals which lines make ex- 
ceptional profits through quick 
turnover. 


It produces higher profits. 
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problem faced by servicemen 

and customers alike has been 
found by a South Carolina me- 
chanic for Essotane department of 
the Esso Standard Oil Co. who has 
developed a method for cleaning 
burners, pilots and gas lines. 

Earl C. McWhorter of Belton, S. 
C., believing in the old adage that 
“necessity is the mother of inven- 
tion,” has come up with a portable 
air tank which blows dust and svot 
away from pilot and gas lines, and 
cleans dirt from appliances that he 
claims brings smiles of relief to 
customers and mechanics. 

He was concerned about needless 
time spent—at least an hour—in 
disassembling appliances for clean- 
ing, such as an entire pilot assem- 
bly. Thinking the problem over, he 
coined his portable tank idea which 
now does the cleaning job in about 
15 minutes. 


A N ANSWER to a troublesome 


View of McWhorter's 
portable air tank 
mounted on side of 
service truck with 12- 
ft. length of rubber 
hose. Two holes were 
bored in side of 1 
truck for mounting 
tank. 


a 
—-4 


Portable air pressure 
tank is shown un- 
mounted with hose 
and pressure gauge 
attached. Pressure is 
kept at about 100 Ib. 


Mechanic Develops Air Tank Blower 


It works something like this: Us- 
ing an air tank carrying about 100 
lb. air* purchased for between $25 
and $30 from an automotive store, 
Mr. McWhorter mounted it on a 
service truck with 12 ft. of rubber 
hose attached and a_ pressure 
gauge. He can then make service 
calls to blow out trash and _ soot 
which may collect around a pilot 
or gas line causing faulty opera- 
tion. 

The labor saving device caught 
the attention of his employer, Esso 
Standard, and it was submitted in 
a company “idea” contest and won 
an award of $25 for Mr. Mc- 
Whorter. 





*A caution should be injected here that 
it is advisable that ASME code tank of 
the working pressure required be em- 
ployed, about 125 psi if 100 to 125 |b 
air is carried, and it should be fitted with 
a suitable relief valve—Ed. 
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CHAPTER 14 


lt Pays to Advertise! 


But whether you profit by advertising & sales 
promotion depends on how wisely you use — 
and follow up — the many available mediums. 


OW that you are in the gas 

business and ready to take on 
customers you should let the public 
know about it. This means adver- 
tising, and when you approach 
that field you are about to enter 
a vast kingdom of American 
business. It is highly organized 
with many connecting links be- 
tween the press, radio, TV and 
screen. Every business from the 


largest down to the smallest is 
‘its prospect. You will be hounded 


by persistent advertising salesmen, 
each of whom thinks that his par- 
ticular method of selling your 
product to the public is best. 

By this last remark I do not 
mean that legitimate advertising 
is not desirable or necessary. In 
fact, it is most essential to your 
business existence, but unless you 
are careful you can waste a lot of 


BY C. C. TURNER 





money in it and cause yourself 
much financial embarrassment. Ad- 
vertising mediums know the value 
of their services but many of them 
are prone to apply over-all rules 
to their programs. They often lack 
intimate knowledge of the product 
you sell and thus fail to reach the 
segment of the buying public 
which is interested in it. 

What are the common methods 
of advertising? First there are the 
daily newspapers and their coun- 
try cousins who publish weekly or 
semi-weekly editions. There are 
magazines, local trade sheets, ra- 
dio, movie slides, entertainment 
programs, contests, free gift prop- 
ositions, public address systems, 
fair exhibits, cooking schools and 
sky-writers, to mention a few of 
the better known ones. Perhaps 
in the course of your business 
career you may at some time use 
all of these methods with varied 
degrees of success, but it is ob- 
vious that you wouldn’t have 
money enough to use them all at 
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the same time, and if you did you 
wouldn’t live long enough to get 
your money back again. 

People forget quickly, and ad- 
vertising, to be effective, cannot 
be a sudden splurge followed by 
days or weeks of inactivity. Like 
the dripping of water which wears 
a stone away, steady, consistent 
advertising creates good will and 
lowers sales resistance. Therefore, 
a good rule to follow: Adopt an 
advertising campaign which you 
can maintain without crippling 
yourself financially. 

Fundamentally there are _ two 
types of advertising. One is known 
as “institutional” or good-will ad- 
vertising. It is frequently used by 
large companies to impress the 
buying public with the integrity 
and power behind the advertiser's 
name. It is often channeled to im- 
press the public with the com- 
pany’s altruism and_ benevolence. 
Quite often it is used to explain 
legal actions against the company 
or labor troubles within it. This 
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is a large field to cover. If you are 
a little fellow, you had better skip 
this kind of selt-praise in getting 
started. 

The second type of advertising 
is that which attempts directly to 
sell a product, an idea, or a serv- 
ice. This is what you are interested 
in when getting started, for if you 
do not sell appliances and gas 
service you will soon close your 
doors. Quite naturally you will 
first turn your attention to news- 
paper advertising. Should you use 
the local newspapers, and if so, 
how much? 

That depends upon where you 
are located, whether or not there 
is a local gas company with 
“piped” service, what your rela- 
tionships to that company are, 
whether the paper reaches the 
people who will be your best pros- 
pects, and what the expense of the 
paper’s advertising service is. 
Advertising in daily newspapers 
is usually an expensive way for 
a gas man to procure customers. 
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In a city of 60,000 people the per 
page price may run about $500, 
half a page $275, a quarter page 
$150, and 1/8th of a page $85. 
Contract rates are less, but even 
then this type of advertising costs 
real money. How much of it can 
you afford? 

Let’s assume a price of $50 for 
an advertisement. Next, turn back 
to Chapter 4, Table IV, in July, 
1951 issue (p. 68) and give some 
attention to average net profits on 
various appliances. How much of 
your net profits can you put into 
advertising in the hope that you 
can increase sales? Say that you 
decide to put half of these profits 
into advertising, using the lower 
values given in the “Average Dol- 
lar Net Profit” column. You would 
then be able to put into advertising 
an average of $9.37 for each range 
sale, $5.41 for each water heater 
sale, $6.75 for each refrigerator 
sale. Will your advertisement each 
day over an extended period of 
time bring you in 5.33 range sales 
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or 9.24 water heater sales or 7.4 
refrigerator sales per day or any 
equivalent combination of these 
sales? I. think not, unless it is 
bolstered by some sort of “give- 
away” plan which eats further 
into your profits. 

Of course, if you are the only 
gas and appliance outlet operating 
in the locality such results might 
be possible. There is also the in- 
tangible worth of upholding gas 
prestige against electric competi- 
tion and you cannot discount the 
desirability of obtaining a new 
gas customer at the sacrifice of 
some of your appliance profits. 

I cannot advise whether or not 
you should use the big city news- 
paper to promote your business, 
but the general experience of 
liquefied petroleum gas operators 
with such advertising is that it 
does not pay. 

Excepting for an initial an- 
nouncement of your entrance into 
the business and an_ occasional 
plunge in cooperative advertising 
with other gas dealers for the 
benefit of the gas business as a 
whole, it is my suggestion that 
you enter cautiously into any 





metropolitan daily newspaper ad- 
vertising program. 

Next you come to the rural 
weekly newspaper. Rates in such 
papers are usually quite low, and 
$25 expended in one of them will 
give you quite a spread. The right 
kind of advertisements in such 
papers pay and there are very 
good reasons for this: 


First, the rural paper reaches 
the class of people with whom 
you will do the most business. 

Second, such papers are more 
carefully read by all members of 
the family. 

Third, rural people do not have 
the opportunities to store-shop 
that their city cousins have and 
advertisements are quite often 
their nearest approach to store 
windows. 

Fourth, rural people give more 
careful thought to their expendi- 
tures. 

Fifth, an advertisement in a 
rural paper serves as a better 
introduction of your salesman to 
the buying public than does a 
similar advertisement in a city 
paper. 

Sixth, it is my observation that 
an awakened rural population is 





Newspapers, daily & weekly 
Magazines, general & trade 
Radio spot announcements 
Radio programs : 
Television spots & programs 
Billboards 

Direct mail 





Some of the media available to the advertiser: 


Circulars 
Envelope stuffers 
House organs 
Cooking schools 
Demonstrations 
Banners - Posters 
Contests 


Movie trailers & slides 
Public address systems 
Fair booths 

Delivery trucks 
Calendars, novelties 
Signs 

Car cards 
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Look at Them From Any Angle... 


~e 


Ay 


LMC HOME 
DELIVERY 
UNITS 


LEAD IN — 


SAFETY 


SERVICE a : 
LMC Home Delivery Units are available 


SAVINGS in six sizes with capacities from 1400 to 2400 


gallons. The 1400 gallon Unit is shown above, 
the Unit at left has a capacity of 2000 gallons. 
LMC Home Delivery Units are en- 
gineered to make you money every 
day of their long life . . . they are 
designed .and constructed with accent 
on greater safety, longer life, and low- 
haul-cost-per-mile. 


High tensile steel and indented fit- 
tings assure a superior safety factor; 
light weight, low center of gravity, 
large capacity pumps and valves allow 
you higher payloads. lub 


bo 
Box 1138 Lubbock, Texas Dial 3-4631 
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more convenience-conscious than 
are their city neighbors. 


Slides in the local movie house 
should not be overlooked, particu- 
larly if it is in a rural area. The 
per capita attendance in rural 
theaters is usually greater than 
in the large city theaters. Mother 
and Dad are more apt to attend the 
rural picture show together. Dad 
is usually in a more receptive mood 
when he takes Mother out for an 
evening. When a picture of a 
beautiful new range is flashed 
upon the screen, Mother doesn’t 
need to say a word; Dad is no 
dumb-bell, and if he has half a 
heart he will see to it that she gets 
that range somehow. I caution you 
to make sure your slide is changed 
each week and that it is clean and 
attractive. There is no need of 
slides being covered with finger- 
prints. I’ve seen slides at movie 
houses that were so old that they 
were falling apart, and an aggra- 
vation to those who had to sit and 
look at them. 


Manufacturer May Supply Films 


The so-called “trailer,” which is 
a short animated skit attached to 
the end of a movie film, can be an 
effective advertising medium. Such 
films are available from many of 
the appliance manufacturers. In 
fact, some manufacturers have full 
length films which are interesting 
and in some places the movie house 
owner will obligingly run these 
for nothing. However, beware of 
trailers that are so far-fetched 
that they are ridiculous such as 
an ache stopping in Pa’s wooden 
leg because Mother fed him bis- 
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cuits baked in the new Helzgas 
stove. 

A bugbear to many businessmen 
is when local civic or private or- 
ganizations put on some annual 
event and decide to publish a pro- 7 
gram for it in order to raise 
additional money for the “good of 
the cause.” Usually every local 
business man is victimized and he 
doesn’t dare to refuse a $5 “com- 
pliment of a friend” advertisement 
for fear he may be _ boycotted 
should he refuse. In many locali- 
ties the local trade association | 
effectively eliminates such tactics | 
by persuading all of its members | 
to refrain from advertising in any 
such project unless it has the 
approval of the officers of that 
association. 









Charity, Not Advertising 


However, many of these causes 
are worthy ones, and you should 
support them but don’t charge any 
such expenditures to advertising. 
They properly belong under “con- 
tributions to charity.” 

There are worthwhile exceptions 
to such advertising appeals. I’ve 
never regretted an advertisement 
in a Grange program or a Grange 
paper. Grangers are as a whole 
closely knit together and substan- 
tial people in their communities. 
The same goes for the majority 
of printed programs for two- or 
three-act plays, for I have noticed 
that most people read them from 
cover to cover between the acts. 
I’ve never turned down an adver- 
tisement in a school paper or pro- 
gram and I don’t feel that the PI 
money has ever been wasted. Those mM 
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TEST OF TIME! 


REGO DEPENDABILITY IS TIME-TESTED 
BY THE INDUSTRY! 


There are many tests for design, endurance, capacity 
and trouble-free performance ... but the one real test 
is the test of time! 


RegO LP-Gas Control Equipment has met that test... 
it is the pioneer line, and as such has the enviable record 
of being time-tested and time-proved by the industry. 


LP-Gas Distributors and Dealers who specify RegO 
equipment have learned that RegO pays real dividends 
in customer satisfaction and lower service costs. 

And too, RegO equipment is recognized as the standard 
for safety—the result of years of research, 
development and “know-how.” 





When you specify RegO—the one truly complete line— 
it means that no matter what your installation 
problem, you get dependable, time-proven equipment 
that will meet your specific needs. 


RegO's complete line of LP-Gas Control Equipment 
will be on display at booths 53-54-55-66-67-68 at 
the annual LP-Gas Ass'n Convention, May 12-14, 
Palmer House, Chicago. We'll see you there! 


BASTIAN-BLESSING-"" 


4201 W. Peterson Ave., Chicago 30, Illinois 





PIONEER AND LEADER IN THE DESIGN AND 
MANUFACTURE OF PRECISION EQUIPMENT 
FOR USING AND CONTROLLING LP-GASES 
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Stocked by These Distributors 
GAS EQUIPMENT CO. 
Dallas x 


a ME 
of DENVER — Deaver, Colo 
A. C. FINK, S. A., Mexico, D. F. 


EMPIRE BRASS MFG. CO.,LTD 
London, Canada 





Don't hope to reach farmer by radio 
at milking time. 


kids are the future Americans and 
your future customers. They de- 
serve your support and mine if 
they’ve got the nerve to ask us to 
help them on some project that has 
their interest, and I have known 
parents to buy from me because 
I was interested in what their 
children were doing. 

In some localities there are local 
trade sheets or “shoppers” which 
are published with the avowed 
intention of giving business con- 
cerns a chance to advertise their 
wares. Such publications usually 
come out weekly, cover a certain 
trading area and contain lively 
bits of local news and are avidly 
read by housewives. Advertising 
rates in such publications are 


quite reasonable, and if they are 
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properly distributed are quite 
often good sales mediums. 

Radio “spot announcements” are 
effective advertising if they reach 
the locality in which you work 
and if they are timed right. Such 
announcements are usually of one 
minute duration or less and they 
break into programs which are of 
interest to the housewife. 

Both a flop and a success oc- 
curred one time on such programs 
for which I was responsible. The 
“flop” was a spot announcement 
addressed to farmers on a 6:30 
a.m. program. Either they weren’t 
interested or were out milking the 
cows at that time. We didn't 
change the wording of the an- 
nouncements but transferred them 
to a 9:30 a.m. program to which 
the farmers’ wives listened. It 
brought immediate results. I found 
such announcements were not 
much good for conventional ad- 
vertising themes, but when we had 
a “bargain” deal to offer it cer- 
tainly brought phone calls and 
visitors to the store with resulting 
increase in sales. 


Contests Will Lead to Sales 


Contests of various types are 
valuable in gaining prospects 
which lead to sales if they can be 
tied in with something that has to 
do with your business. If you can 
get people to come into your store 
and inspect a particularly beauti- 
ful range, then get them to guess 
the number of parts that there are 
in it, awarding the range to the 
housewife who comes the nearest 
to it, you have at least made a lot 
of them go over a gas range care 


BUTANE-PROPANE News 











MAY — 



























ite 
ire 
rk 
ch} RESTAURANT OR 
ey ... INSTITUTION 
of 
oc- : 
ms ee 
"he } 
ent 
730 
n’t Dealers: The managers of Resorts, Restau- 
the rants, Schools and Institutions know that 
; South Bend Ranges are famous for LONGER 
n't and FINER SERVICE with unequalled per- 
an- formance and durability — so be sure you 
stock those wonderful South Bend’s for 
em lasting cust tisfaction and good will. 
Lich 
It 
und 
not 
ad- 
had 
cer- HEAVY DUTY RANGE No. 2025 
and Ask for our new catalog No. 352 which offers 
ting an unusual choice of Heavy Duty, Cafe and 
Luncheonette Ranges, Ovens, Broilers, Griddles 
and Hot Plates, all in the superb South Bend 
Quality which gives years and years of extra 
are Service at no extra cost — the world’s greatest 
ects range values. : 
1 be CAFE RANGE No. 3020 
s to Send for GRIDDLES — COUNTER BROILERS 
can a. Se Catalog 
tore : e 
uuti- Our New Cat- 
uess alog No. 352 
. are is ready... 
— Write for your 
the Free copy ; 
t Tod We manufacture a complete line of Griddles, Hot 
res oday. Plates, Counter Broilers, Stands. Catalog on request. 
a lot 
“are: MALLEABLE STEEL RANGE MFG. CORP., South Bend, Indiana, U.S.A. 
News § WAY— 1952 99 

















fully. Of course the range dis- 
played should be a “live” one with 
a singing tea kettle upon it. 

Be sure to demonstrate the 
range to the contestant. However, 
I caution you on contests where 
cooking skills of women are com- 
pared. It is a dangerous thing. I 
know one dealer who held such a 
contest between 30 women and the 
judges awarded a medal to the one 
voted the best cook. Result: the 
other 29 women haven’t spoken to 
the dealer since! We’ll have more 
to say about contests in a later 
chapter. 


Skeptical About P.A. Systems 


Public address systems are all 
right in their place as an advertis- 
ing medium but when you mount 
one upon a truck and go about 
blaring something about your 
place of business more harm than 
good is done. In the first place it 
is the exception rather than the 
rule when you can understand half 
of what is said over these speakers. 
Besides you may disturb sick 
people or those who work nights 
and sleep days. I don’t know of 
any dealer using this method of 
advertising today. 

Fairs, with attractive booths 
which are properly supervised, can 
be very effective as an advertising 
medium and result in many sales, 
but if they are not handled right 
they can be nothing but an item of 
expense. It makes quite a differ- 
ence what kind of a fair it is and 
the class of people that attend it. 

Cooking schools are an excellent 
means of making sales if you have 
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a good demonstrator who can talk 
instructively as she works. Make 
sure that she is thoroughly sold 
upon gas cooking before you hire 
her, otherwise she won’t have her 
heart in the work and will lack 
sincerity. In some localities cook- 
ing schools have been worked to 
death, but it is always possible to 
throw some new angle of interest 
into them. To be successful they 
must be preceded by an effective 
printed advertising campaign. 
Direct mail advertising is good 
providing that the material which 
you use in it is to the point and 
the mailing list is carefully se- 
lected. Work up your own list, for 
many which you buy are often 
loaded with names of people who 
aren’t good prospects for you. I 
recently talked with one dealer 
who used a list which he bought 
as a “hot” one. There was one 
family of 11 with 9 children under 
18 years of age. Each one of them 
was “listed” as a “prospect”! 
All dealer advertising isn’t worth 
a nickel to you if it isn’t followed 
up, for advertising campaigns which 
fail are not in themselves at fault 
but have not had proper support. 
It may be the old-fashioned way 
and not appealing to those in the 
selling game who wish to buy sales 
by gifts or fantastic sales pro- 
grams, but there is an old adage—- 
“there is no substitute for hard 
work’’—and I have yet to find any 
effective substitute for old-fash- 
ioned door-bell ringing. Give me a 
man with the zest of sales con- 
quest in his soul and a thumb 
calloused by door-bell pushing. 
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2500 Due at LPGA Convention 
in Chicago, May 12—14 


HICAGO will be the magnet for 

an expected 2500 industry men 
and women May 12-14 when the Li- 
quefied Petroleum 
Gas Assn. holds 
its annual con- 
vention and trade 
show at the 
Palmer House. 
Representatives 
of all branches of 
the business will 
come from every 
section of the na- 
tion and many 
foreign countries 
to hear promi- 
nent speakers 
discuss sales promotion, problems and 
prospects facing one of America’s 
fastest growing industries. 

Chairman of the convention com- 
mittee is Harold TenBrook, president, 
Ready-Flame, Inc., Kokomo, Ind. His 
wife heads the committee in charge 
of ladies’ entertainment. 

Sen. Richard M. Nixon, of Califor- 
nia, will address the opening luncheon 
on “What’s Ahead for America.” 

At the general séssion which fol- 
lows, convention-goers will hear a dis- 
cussion of “PAD and the L.P. Gas 
Picture” by Richard P. Walsh, direc- 
tor, Natural Gas Production & Pro- 
cessing Div., Petroleum Administra- 
tion for Defense, Washington, D.C., 
and a speech on “The Availability of 
Consumer Goods for Use with L. P. 
Gas” by Harry J. Holbrook, director, 
Consumer Durable Goods Div., Na- 
tional Production Authority, Wash- 
ington, D.C. At the same meeting, 


H. C. TENBROOK 
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W. S. Lander, LPGA president, Char- 
lotte, N.C., will review recent industry 
and association developments. 

Arthur H. Motley, New York, pres- 
ident of Parade Publications, Inc., one 
of the nation’s authorities on good 
salesmanship, will be the featured 
speaker at the Wednesday luncheon. 
He has chosen as his subject “Use It 
or Lose It.” 

Wednesday afternoon will be de- 
voted to separate meetings of the 
LPGA’s six industry sections: Appli- 
ance manufacturers, equipment manu- 
facturers, international, marketers, 
producers, and utilities sections. 

A meeting of LPGA’s two Canadian 
districts will be held Tuesday after- 
noon and a breakfast for state associ- 
ation presidents is scheduled for that 
morning. 

The largest display of butane-pro- 
pane appliances and equipment in his- 





WM. H. BROOKS 


W. S. LANDER 


Mr. Brooks addresses Equipment section 
meeting; Mr. Lander is LPGA president. 
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J. G. DIERKES Cc. E. TENNEY 


i 


G. H. McFADDEN F. A. HENNINGER 


These men are prominent on the LPGA section meeting programs. Mr. Dierkes will address 
the marketers; Messrs. Tenney, McFadden, and Henninger will preside at sessions of the 
utilities, appliance manufacturers, and equipment manufacturers, respectively. 


tory will be shown at the trade show 
held in conjunction with the conven- 
tion. Manufacturers will fill 164 
booths with exhibits of the latest 
types of LPG equipment and appli- 
ances. The exposition will be open 
Monday and Wednesday from 9 a.m. 
to noon and Tuesday from 9 a.m. to 
5 p.m. 

The annual banquet will ring down 
the curtain on the convention Wed- 
nesday evening. The ‘“Gas-Flame 
Gaieties of ’52,” to be staged at the 
dinner, will offer stars of television, 
radio and the night clubs. 


Special Program for Ladies 


A schedule of special events has 
been arranged for the feminine con- 
tingent, including trips to television 
and radio broadcasts, a tea, a brunch 
at the Art Institute of Chicago, a 
tour of the Merchandise Mart and a 
luncheon and fashion show at Car- 
son, Pirie, Scott & Co. 

Howard D. White, association ex- 
ecutive vice president, has issued an 
invitation to all industry men and 
women to attend the convention 
whether they are LPGA members 
or not. 
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GAMA Meeting Will 
Spotlight the Dealers 


“Manufacturers will put on the 
program, but the spotlight will be on 
dealers.” 

That’s an advance view of the an- 
nual convention of the Gas Appliance 
Manufacturers Assn. as presented by 
Louis Ruthenburg, GAMA president, 
who says several of the most im- 
portant sessions will be devoted to 
dealer relations and ways in which 
manufacturers can help dealers to 
do a better selling and merchandising 
job. 

The GAMA convention is sched- 
uled for May 21, 22, and 23 at the 
Broadmoor hotel, Colorado Springs. 

“There are very good reasons for 
special attention to dealer relations,” 
Ruthenburg explained. “Gas appli- 
ance dealers are our front line troops. 
Their success means the fulfillment 
of the aims of the entire industry. 
Their progress is a determining fac- 
tor in shaping the future of the 
industry. 

“That is why GAMA members at 
this convention want to lay plans for 
effective cooperation with dealers.” 
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SAFE VENTING 
“OC METALBESTOS 


Improper venting of gas appliances always brings 
customer complaints and sometimes results in serious 
financial loss to contractors. Metalbestos’ unique pipe- 
within-a-pipe construction assures safe, efficient vent- 
ing. Precision made Quick-Couplings align pipe sections 
automatically and form a permanently gastight connec- 
tion. Even when unskilled workers install foolproof 
Metalbestos, you know the job is right and will give 
years of trouble-free operation. 


LOWER INSTALLATION COST 
Made of corrosion-resistant, lightweight aluminum, 
Metalbestos is easy to handle, simple to install. Only 
3 screws are needed to quickly connect pipe sections 
without using mastic, cement or banding material. No 
special tools are required. Adjustable lengths, adjust- 
able elbows and other versatile fittings permit rapid 
assembly and. eliminate expensive, time-consuming 
cutting and fitting. 


NOW AVAILABLE! 


A new manual, ‘'Venting of Gas Appliances”, is now 
ready for distribution. Published in the interests of better 
venting, this valuable booklet contains the important 
rules for venting gas appliances and other helpful 
information regarding good venting -practices. Yours 
without charge — simply fill out coupon. No obligation. 


= 





METALBESTOS Division Deportmens M 
WILLIAM WALLACE CO. * Belmont, Californie 


Please send 9 copy of your new manvol, “Venting of 
Gos Appliances.” 
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Florida LPGA 


L. B. Stokesberry, Southeastern 
Natural Gas Co., Miami, Fla. was 
elected president of the Florida LPGA 
at that group’s annual meeting April 
8-5 at Sorento hotel, St. Petersburg, 
Fla. He succeeds Don D. Stow. 

Chosen vice president was C. R. 
Anderson, St. Petersburg Gas & Ap- 
pliance Co., St. Petersburg while Sam 
Coolik, Public Gas Co., Miami, was 
named secretary-treasurer. 

Chosen  direc- 
tors were Ben C. 
Wright, Mid- 
Florida Gas Co., 
Orlando; and A. 
F. Harris, Com- 
bustion Engineer- 
ing Co., Jackson- 
ville. 

The convention 
was held jointly 
with the Florida- 
Georgia Gas 
Assn. The pro- 
gram included 
talks by D. A. 
Hulecy, U. S. Chamber of Commerce 
president; Walter A. Naumer, vice 
president, Pyrofax Gas Co.; Burton 
Bigelow, management consultant, and 
W. H. Adams, safety consultant, 
both of New York; Frank W. Wil- 
liams, New York; and Hugh B. 
Lamberth, assistant to materials di- 
rector, PAD, Washington, D. C. 

A demonstration, “Mrs. Flame and 
Mr. Flameless,” was presented by 





L. B. STOKESBERRY 
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ASSOCIATIONS 


Lee B. Clancy, director of sales, 
Detroit-Michigan Stove Co. St. Pe- 
tersburg held its annual Festival of 
States Parade, during the convention 
and was of particular interest to the 
ladies attending it. A banquet and 
floor show, followed by dancing, com- 
pleted the three-day meeting. 


Illinois 


A well-attended meeting of the 
Illinois L. P. Gas Assn. was held 
early in April at the St. Nichlos 
hotel in Springfield. President Frank 
Malan, of the Central Bottled Gas 
Co., Salem, presided at the two-day 
session. 

Outstanding feature of the second 
day was a panel discussion on LPG 
carburetion with users, dealers, farm 
equipment manufacturers, and car- 
buretion manufacturers participating. 

A friendship hour and_ banquet 
highlighted the social side of the 
meeting. 


Kentucky 


Jess Ward, Paintsville, Ky., has 
been selected to receive the first of 
the Kentucky scholarships in gas fuel 
technology at Southern Technical 
Institute, Chamblee, Ga. Mr. Ward, 
who entered the course March 27, 
recently served as L.P. gas inspector 
in eastern Kentucky. He was nom- 
inated by 11 firms, members of the 
Kentucky LPGA. 

The student will return to Ken- 
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tucky upon completion of the 18- 
month course to work in the L.P. Gas 
dept., Division of Insurance, as a 
technical advisor to the industry, the 
Division of Insurance, and casualty 
insurance companies handling LPG 
insurance in the state. 

Mr. Ward’s appointment was rec- 
ommended by an association commit- 
tee which included L. C. Stauble, 
chairman of the education committee, 
Louisville; B. L. Hankins, Hankins 
Gas Co., Jett; and C. E. Nead, treas- 
urer of the association, Burnside. 


Two-thirds of the space for Ken- 
tucky’s Convention and Trade Show 
scheduled for Aug. 18-19 at Seelbach 
hotel, Louisville, has been sold to ex- 
hibitors, according to Melvin E. 
Gayer, Trade Show chairman. “Hos- 
pitality Rooms” will be provided sup- 
pliers who do not display products on 
the convention floor. 


Minnesota 


The annual summer meeting of the 
Minnesota Petroleum Gas Assn. is 
scheduled for June 20-21, 1952, at the 
Edgewater Beach hotel, Detroit Lakes, 
Minn., according to Steve Fligelman, 
Consumers Gas Co., vice president. 

K. J. Forderbrugen, Minnesota 
Valley Natural Gas Co., St. Peter, 
Minn. is president of the state group 
while G. F. Bursinger, Northwestern 
Blaugas Co., St. Paul, Minn. is sec- 
retary-treasurer. 


Mountain States District, LPGA 


“Business Management” will be the 
theme of the annual Mountain States 
District convention of the Liquefied 
Petroleum Gas Assn. scheduled for 
June 12-14 at the Cosmopolitan hotel, 
Denver, Colo., James C. Crawford, 
district secretary, has announced. 
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Though definite program commit- 
ments are not yet completed, the com- 
mittee in charge is arranging for 
speeches by prominent industry fig- 
ures on such subjects as “Supply 
Prospects,” “Customer Relations,” 
“The Convenience of L. P. Gas Water 
Heating” and “Accounting in the L. P. 
Gas Business.” A well known govern- 
ment leader is being sought as the 
principal speaker. 

A banquet, entertainment and a 
dance will round out the social ac- 
tivities. It has been decided not to 
hold a trade show in conjunction with 
this year’s convention. 


New Jersey LPGA 


L. H. McGuire, 
Suburban Pro- 
pane Gas Corp., 
Whippany, N. J. 
was elected pres- 
ident of the New 
Jersey Liquefied 
Petroleum Gas 
Assn., Inc., at its 
annual meeting, 
it is announced 
by W. A. Lum, 


L. H. McGUIRE secretary - treas- 
urer. 
The February 


meeting was held at Far Hills Inn, 
Somerville, N. J. Also’ elected were 
Mr. Lum, Engco Bottled Gas Corp., 
Chester, N. J. as secretary-treasurer, 
and Guy Richdale Jr., Essotane, 
Somerville, N. J., vice president. 

Directors elected for the coming 
year are Al Milchanoski, Somerville; 
Chester Puco, Netcong; Arthur Ben- 
jamin, Woodbine; Murray Glass, 
(outgoing president), Lakewood; H. 
Woodhead, Somerville; Ed _ Braen, 
Hawthorne; Ed Russell, Toms River, 
and W. Prigge, Freehold. 
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Wisconsin 


Members of the Wisconsin L. P. 
Gas Assn. met for the spring con- 
vention of their group at Stevens 
Point, Wis., on April 1. The Whiting 
hotel was the meeting place. 

Speakers from all branches of the 
industry — dealers, manufacturers, 
law-enforcing agencies—were on the 
program and presented talks of 
special interest to L. P. gasmen 
operating in Wisconsin. 





Missouri 


New slate of officers elected at the 
annual convention and trade show of 
the Missouri L.P. Gas Assn., held in 
Kansas City April 7-9, included Mel- 
vin Hall, Tri-State Gas Inc., Noel, 
Missouri, president; O. E. Mueller, 
Butane Gas & Appliance Co., St. 
Louis, vice president; L. C. Fritts, 
Economy Gas o., Springfield, Mo., 
treasurer. 

New directors added to the board 





MAY 
12-14— LIQUEFIED PETROLEUM GAS 
ASSN. Annual Convention & Trade 
Show. Palmer House. Chicago. 


12-15—- AMERICAN PETROLEUM _INSTI- 
TUTE. Division of Refining. Mid-Year 
Meeting. St. Francis Hotel, San Francisco. 

21-23—GAS APPLIANCE MANUFAC- 
TURERS ASSN. Annual Meeting. The 
Broadmoor. Colorado Springs, Colo. 


JUNE 


8-10O—ARKANSAS_ BUTANE DEALERS 
ASSN. Annual Convention. Little Rock. 

9-13—SOUTHEASTERN LPG SERVICE 
SCHOOL. Georgia Institute of Tech- 
nology. Atlanta. 

12-14— MOUNTAIN STATES DISTRICT, 
LPGA. Convention and Trade Show. 
Cosmopolitan Hotel. Denver. 

18— NEW YORK STATE LP GAS ASSN. 
Summer Meeting. Syracuse Yacht Club. 
Syracuse. 

18-20—TEXAS BUTANE DEALERS ASSN. 
Annual Convention & Southwestern Bu- 
tane Exposition. Baker & Adolphus 
Hotels. Dallas. 








CALENDAR 


20-21—MICHIGAN _L. 
Annual Summer Meeting. 


P. GAS ASSN. 
Johnson Re- 


sort. Houghton Lake. 
20-21 — MINNESOTA PETROLEUM GAS 
ASSN. Summer Meeting. Edgewater 
Beach Hotel. Detroit Lakes. 
23-24—-WYOMING lL. P. GAS ASSN. 
Townsend Hotel, Casper. 

AUGUST 
18-19—KENTUCKY L. P. GAS _ ASSN. 
Annual Convention & Trade Show. 
Seelbach Hotel. Louisville. 

SEPTEMBER 
7-10— EASTERN lL. P. GAS _ SERVICE 
SCHOOL. University of Bridgeport. 


Bridgeport, Conn. 
29-30—UTAH L. P. GAS ASSN. Fall Meet- 
ing. Salt Lake City. 


OCTOBER 


30— NORTHEASTERN DISTRICT, LPGA. 
Ambassador Hotel. Atlantic City, N. J. 
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biggest news since gas! 


TAPPAN ats 
“Coolite Ignition” = 


REVOLUTIONARY GAS RANGE DEVELOPMENT 














THE PROBLEM IS SOLVED! After 
years of research and develop- 
ment gas burners can be 
ignited without the use of a 
constantly burning pilot. 


GONE FOREVER are the heat and 
cost of operating a constantly 
burning pilot. New Tappan 
Coolite Ignition consumes no 
energy when burners are not 
in operation. 


COMPLETELY SAFE, this new 
Tappan Coolite burner igni- 
tion is the best gas range news 
in years! 


THE TAPPAN STOVE COMPANY 
Mansfield, Ohio 


For 71 years the makers of fine ranges 









SEE IT FOR YOURSELF at 


LPG CONVENTION 


PALMER HOUSE—CHICAGO—MAY 12 to 14th 
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New officers of the Missouri L. P. Gas Assn. chosen at Kansas City convention, April 7-9, 
are shown, standing, left to right, D. M. Orcutt, secretary; L. C. Fritts, treasurer; A. W. 





Scofield, outgoing president. Seated: O. E. Mueller, vice president; and Melvin Hall, 
new president. 


are: Harry Cole, Cole’s Modern Ap- 
pliance Co., Chillicothe, Dist. 1; H. S. 
Reagan, Home Gas Co., Kahoka, Dist. 
2; A. D. Bradley, Bradley Gas & Ap- 
pliance Co., Monett, Dist. 3; J. C. 
Edmonston, Edmonston Gas & Appli- 
ance Co., Hornersville, Dist. 4. 

Frank Henke, sales manager, and 
Bill Johnson of Harper-Wyman Co., 
presented the same demonstration on 
“Gas vs. Electricity,” given by them 
at the Central States district meeting 
(reported in the proceedings of that 
conference elsewhere in this issue) to 
show that gas cooking units out per- 
form electric cooking units. 

M. A. Ennis, employe training di- 
rector, National Committee for L.P. 
Gas Promotion, presented the LPGA 
slide film showing the LP gas storage 
and ratio story. He pointed out that 
where adapted this tank sizing pro- 
gram should assure a balanced win- 
ter-summer use ratio. 

In a demonstration “You’re Lookin’ 
at Cookin’ with Gas,” Ted Carrow, 
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sales manager, Cribben & Sexton, 
urged that the dealers undertake an 
aggressive selling program at the con- 
sumer level. “Good, hard hitting sell- 
ing is the need of the industry today,” 
he said. Using cooking utensils that 
“Grandma” used, he demonstrated the 
superiority of gas as a cooking fuel. 

By means of slide films. Frank 
Kohles, Metalbestos division, William 
Wallace Co., showed the damage that 
occurs in homes from moisture de- 
veloped by unvented and improperly 
vented appliances. His talk was de- 
signed to simplify venting problems 
for the LPG dealer and to show him 
how to make each heating installation 
more effective. Do’s and Don’ts were 
covered for successful venting. Roger 
Slaughter, attorney-at-law, also spoke. 

President A. W. Scofield presided 
at the meetings. Over 300 registered 
at the convention, the first to be held 
under the direction of new secretary, 
D. M. Orcutt. 
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«+ WITH AUTHORITY AND SAFETY 





As a leakage warning for natural or liquefied petroleum gas, Mallinckrodt Ethy! 
Mercaptan Purified gives you many advantages: 


© SAFE—Its penetrating, skunk-like odor ds instant attention, but will net 
cause nausea or irritate eyes or mucous membranes. 


¢ ECONOMICAL—So powerful, one pound will odorize 1,000,000 cubic feet of natural 
gas or a 10,000 gallon tank car of Propane or Butane. 





© PROTECTS FIXTURES —Continuous rigid checks insure such moisture-free purity that 
Mallinckrodt Ethyl M ptan does not damage valves, gauges, etc. 


MALLINCKRODT meets all 15 qualifications of National 
ETHYL MERCAPTAN PURIFIED Bureau of Standards 





May we send you Data Sheet X99...0f @ trial order? 


@ 
MALLINCKRODT CHEMICAL WORKS <Mlinchrods> 


Mallinckrodt St., St. Louis 7, Mo. ¢ 72 Gold St., New York 8, N. Y. 








CHICAGO © CINCINNATI © CLEVELAND © LOS ANGELES © MONTREAL © PHILADELPHIA » SAN FRANCISCO 
Manufacturers of Medicinal, Photographic, Analytical and Industrial Fine Chemicals 
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L. P. Gas Meter 


AMERICAN METER CO. 
1513 Race St., Philadelphia. 


Model: 2B-50 Aluminumcase 
Meter 


Description: Essential operating 
parts of American meters consist of 
long and short flag arms, tangent, 
crank and crank stand, flag stuffing 
box, index, flag rod, outlet, valve, 
valve arm, case, table, partition, dia- 
phragm, and diaphragm disc. 

Lightness, tightness, duability and 
accuracy are built into the new die- 
cast aluminum case meter. While 
light in weight, its rigidity of con- 
struction permits rate of flow to be 
increased without introducing exces- 
sive wear or sacrificing accuracy, 
particularly at pilot rates. 

It has a rated capacity at %-in. 
W.C. loss (with propane) of 65 cfh; 
butane, with %-in. connections, is 
rated at 56 cfh. Maximum working 
pressure is 5 psi. The handhole 
plates permit proving and adjust- 
ment without disassembly. 
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Clothes Dryer 


BENDIX HOME APPLIANCES 
South Bend 21, Ind. 


Model: Bendix LP 


Description: This fully automatic 
dryer features the Pow-R-Vent sys- 
tem for exhausting heat and mois- 
ture outdoors. Lint is captured in an 
easily cleaned lint trap. 

Constant heat input is insured by 
the pressure regulator. The burner 
is rated at 19,000 Btu per hour. Dry- 
ing temperature is 150°. 

The tumbling principle is applied 
for drying the clothes in a rotating 
cylinder. Baffles in the cylinder are 
staggered to prevent clothes from 
balling or bunching. Heated air is 
forced through cylinder and clothes, 
then vented outdoors by a blower 
operating at 2200 rpm. 

An automatic timer is set by the 
operator, with drying time varying 
with the weight of clothes, amount 
of moisture, and type of fabric. 

The dryer is 31 in. wide, 36 in. 
high, and 25 in. deep. 
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Propane System 


BUTLER MANUFACTURING CO. 
7400 E. 13th St., Kansas City 3E, Mo. 


Model: Type CP-1 Butler Blue 
Belle. 


Application: For the safe storage 
and efficient control of propane for 
home heating, refrigeration, hot 
water heating, tractor refueling and 
numerous other farm, suburban and 
industrial uses. 
Description: This system is avail- 
able in two sizes: The 500-gal. ca- 
pacity is 37% in. in diameter by 76 
in. long; the 1,000-gal. size is 41 in. 
in diameter by 202 in. long. 

The magnetic float gauge records 
in gallons the amount of liquid in 
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the tank, enabling owners to check 
their exact supply at a glance. A 
fixed liquid level gauge is insurance 
against overfilling. 

The Butler Blue Belle home gas 
system is finished in aluminum with 
a two-color enamel instrument head. 








Gas Steam Radiator 4 


JAMES B. CLOW & SONS 
201 N. Talman, Chicago. 


Model: Gasteam Radiator. 
Description: Features in this radia- 
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tor, which makes its own steam 
heat with gas, include an air valve 
that automatically allows air in the 
radiator to escape, but holds back 
steam. The steam regulator auto- 
matically controls the size of the 
gas flame to maintain uniform heat 
in the radiator. 

The radiator does not require 
boiler, basement, nor steam and 
water pipes. Each radiator is a 
complete steam heating unit. The 
gas flame, completely enclosed in 
lower part of radiator, generates 
steam from a shallow layer of water 
and the steam heats the entire 
radiator. 

Pictured is a rear cut-away view 
of an 11-section, 6-tube, 38-in. high, 
vented Gasteam radiator with 16,100 
Btu output per hr. Unvented types 
are also available. The LPG models 
are equipped with 2-way burners 
and automatic cut-off valves. 
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of huskier, die-cast alu- 
minum. All-new, exclusive, easier to 
grip, easier to use. 

STEM, sturdy naval brass, precision- 
machined, dual-threaded for faster, 
easier opening and closing. 


O-RING SEAL New 
tested, field proven, 
easier operation. 


pe, laboratory- 
assures longer life, 












BODY, extra strong, press-forged for 
long, trouble-free service. 


SEAT DISC, of special, durable plastic, 
assures positive closure. 


AT Unique design keeps 













ETYR 
diffusing discharge and idea 
for maximum safety. 






Pacific LP-Gas VALVES 
are your best buy! 


Choose from a wide variety of models with 
varia.ions of outlet and inlet connections to 
suit your needs. All Pacific LP-Gas Valves are 
UL and ICC approved and have standard ¥,” 
NGIT inlet threads. 


See Us At the LPGA Convention, 
Chicago, May 12-14, Booth 58, 
Or Write Today for Complete Details. 


4 Pacific 





INTERNATIONAL PRODUCTS, INC. 


Boothe Bldg., 475 Huntington Dr 
San Marino 9, California 


Telephone: PYramid 1-1338 


PLPV-5-2 
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Circulating Heater 


CONLON-MOORE CORP., MOORE DIV. 
1806 S. 52nd Ave., Chicago. 


Model: Moore 1300 Series. 


Description: Pictured is one of a 
series of circulating and radiating 
vented gas heaters available in 20, 
30, 40, 50, 65, and 80 thousand Btu 
models. 

Combustion chamber is fabricat- 
ed of extra heavy, corrugated cast 
iron. Combustion travel is directed 
upward through refractory radiants 
to provide maximum directed rad- 
iant heat. The one-piece, cast iron 
burner is designed so that gas is 
uniformly distributed to all burner 
ports, which are precision-drilled 
and raised. 

The end panels are formed to per- 
mit inlet space air to enter heater 
easing for accelerated gravity air 
circulation and distribution through- 
out space to be heated. Moore’s tub- 
ular type radiants absorb and reflect 
maximum heat. Heaters are finished 
in beige and brown porcelain enamel. 
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Domestic Range 


CRIBBEN & SEXTON CO. 
700 N. Sacramento Bivd., Chicago. 


Model: Universa! Marlboro. 


Description: Outstanding feature of 
this range is the introduction of the 
“Wheel-about,” a disappearing kit- 
chen table that serves as a storage 
area with cabinets and a section 
drawer, provides a top quality maple 
cutting board, is useful as a general 
service area, and saves steps be- 
tween work centers. 

The main top of the range is one 
piece down through the manifold. It 
has a divided cooking top with two 
giant and two regular self-lighting 
top burners. Other features include 
a 17-in. oven with seamless porcelain 
lining and removable bottom; pre- 
cision, high-speed, low-temperature 
oven burner; In-a-Drawer broiler 
with Whirlpool smoke-proof chrome 
grid and super-speed burner that 
features an exclusive radiant mesh 
screen; and a 15-in. fluorescent 
lamp, electric clock and timer. 
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Domestic Range 


CROWN STOVE WORKS 
4627 W. 12th Pl., Chicago. 


Model: 929-25. 


Description: The chrome-trimmed 
back panel includes _ fluorescent 
lamp, electric clock with 4-hour in- 
terval timer, and electric appliance 
outlet. The two giant and two stand- 
ard center-simmer top burners have 
automatic burner lighters and fuel- 
saving, bowl-type white porcelain 
cooking tops. 

The “Full-View” high broiler has 
removable side racks and broiler 
box. A combination broiler or roast- 
ing pan is featured. Safety non-tilt 
racks, removable side racks, and re- 
movable bottom are featured in the 
porcelain enamel lined oven. 

Other features include: large 
utensil drawer, chrome trim on 
lower doors, completely concealed 
base, and flush-to-wall construction. 
“Dial Heat” top burner handles, 


oven heat control, and electric light 
in oven are additional features. 
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Space Heater 


DEARBORN STOVE CO. 
619 Mercantile Bank Bidg., Dallas 


Model: DVCK-20. 


Description: In this vented gas space 
heater the outstanding feature is 
its air-insulated, cool cabinet. Ac- 
cording to the manufacturer, the top, 
sides, and front panel stay touch- 
cool after hours of operation. 

A choice of controls, 100% safety 
pilot, Robertshaw thermostat or 
Unitrol, is available. 

The high-crown burner has four 
rows of ports. Ports are raised and 
are on an arched surface, assuring 
air circulation among the ports and 
maximum gas consumption. 

With a Btu input rating of 20,000 
per hour, the cabinet heater meas- 
ures 22% in. wide, 17 in. deep (in- 
cluding flue), and 30 in. high. Extra 
long venturi and precision-designed 
throat area, plus extra large air 
mixer, insure efficient mixing of air 
and gas. 
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Don’t Settle For Less! 


: | Arest-O kite 


7 Trade-Mark 

: ' 
*|-Cylinders for 
: 

_|  LP-GAS 

d 

re You are sure that your LP-Gas 


cylinders will give 'you extra years 
10 of dependable service — and save 
you many dollars—when you use 
Prest-O-LitE cold-drawn cylinders. 
They’re built by the company which 

has been the largest maker and user 
od i s 
of gas containers for almost half a 
century. In each step of design and 
fabrication the ultimate in cylinders 77 
is achieved. It’s no wonder that 77 * Rugged, sturdy construction 
LP-Gas cylinder buyers who have 7 
compared feature for feature have 
found out they’re getting the great- 
est value with top-quality Prest-O- 
Lite cylinders. 


* Uniform sidewall thickness 
* Lightweight—easy to handle 
* Finest workmanship 

* Best appearance 





Available in 20-Ib., 40-Ib., 60-Ib. | 2 Cen eeeen 
and 100:lb. sizes and styles. Other pdencecpandenhticar antes 
sizes can be made to your specifi- * They're economical 
cations. WriTE Topay for full infor- 


mation. 


LINDE AIR PRODUCTS COMPANY 
MADE BY A DIVISION OF UNION CARBIDE AND CARBON CORPORATION 
Vide 30 East 42nd Street [ef New York 17,N.Y. 
Offices in Other Principal Cities 


In Canada: DOMINION OXYGEN COMPANY, LIMITED, Toronto 
“Prest-O-Lite” is a trade-mark of Union Carbide and Carbon Corporation. 
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Floor Furnace 


EMPIRE STOVE CO. 
Belleville, Ill. 


Model: Empire Gas Floor Furnace. 


Description: Only 24 in. high, these 
AGA-approved floor furnaces are in- 
stalled below the floor level; neither 
basement nor excavation is required. 
They are available with input rat- 
ings of 25,000, 35,000, 50,000, and 
70,000 Btu per hour. 

It features the “Thriftmatic” gas 
burner, designed for maximum pri- 
mary air injection; copper bearing 
steel fire chambers; heavy gauge 
fabricated steel register, easily re- 
moved for cleaning air ducts, etc.; 
and galvanized steel outer casing. 

The heavy-duty heat exchanger is 
reinforced with vertical ribs. New 





type vertical radiation fins provide 
additional radiation space. Surface 
temperature of combustion chamber 
does not exceed 875°F at any point. 





Restaurant Range 


DETROIT-MICHIGAN STOVE CO. 
G.P.O. 2059, Detroit 31, Mich. 


Model: Garland. 


Description: Some of the new fea- 








tures in this restaurant range in- 
clude automatic oven lighting 
(available as an extra) and special- 
ly designed heavy-duty oven heat 
control. Another new innovation 
which will be standard is the high 
shelf with a built-in flue, vented 
through the top and toward the 
front, away from the walls, to help 
keep kitchen walls clean. The grey 
finish is also a new feature. 

The stainless steel plate shelf is 
of one-piece construction for easier 
cleaning. The one-piece side panels 
have rounded edges, giving added 
rigidity. Sturdy legs are adjustable 
for leveling the range. 

Additional parts of the range 
which have been redesigned include 
the valve panel for greater con- 
venience and accessibility, oven rack 
arrangement for greater flexibility, 
and manifold to save floor space. 
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Domestic Range 


ESTATE STOVE CO. 
Hamilton, Ohio 


Model: 5240. 


Description: Standard equipment 
featured includes Hide-Away Grill- 
All which serves as a grill or a steam 
table and, when not in use, its flush- 
to-the-top cover serves as a conven- 
ient working space; a Bar-B-Kewer 
meat oven that cooks with radiant 
heat, employing the modern, low 
temperature method of meat cook- 
ery. The lower pan serves as a meat 
oven; the pan may be raised for fast 
broiling. 

Other features include one-piece 
“waterfall” top, pedestal base, white 
porcelain enamel finish, finger-fitted 
gas dials marked “front” and “rear” 
for convenience in turning on. 

The four top burners are of the 
center-simmer type. If desired, the 
grill can be replaced with a Con- 
vert-O-Grate, a super-giant burner 
that provides space for cooking ves- 
sels up to 21 quarts in size. 


800 6 €66 


SRNR = 
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Changeover Regulator 


FISHER GOVERNOR CO. 
Marshalltown, lowa. 


Model: Type 932-749. 


Application: Single unit changeover 
regulator for large capacity, multi- 
cylinder installations, particularly 
for industrial and commercial heat- 
ing requirements. 

Description: Necessity of using a 
number of small capacity regulators 
is eliminated. According to the man- 
ufacturer, the regulator cuts initial 
installation costs, reduces mainten- 
ance expense, and helps eliminate 
freeze-ups encountered on multi-cyl- 
inder systems. Direct-mounted indi- 
cator is furnished; remote mounted 
indicator with 10-ft. tubing is avail- 
able. Handwheel can be changed 
from one regulator to the other. 

Specifications: 300 cu. ft. or more 
propane per hr.; 750,000 Btu per 
hr.; 11l-in. W.C. at 100 cu. ft. per 
hr.; 100 Ibs. inlet; %-in. IPT inlet; 
%-in. IPT outlet; built-in relief 
valve set for 1 lb. 
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Unit Heater 


GENERAL GAS LIGHT CO. 
Kalamazoo, Mich. 


Model: Humphrey Series A. 


Application: For stores, garages, 
theaters, factories, etc. 

Description: Ranging in sizes from 
65,000 through 200,000 Btu, the unit 
heater features a super-combustion 
burner of special alloy, stainless 
steel, with “dual-flame” burner tips; 
positive safety controls; adjustable 
louver assembly which directs flow 
of heat wherever required, and free- 
flow heat exchanger. 

The Basoid safety pilot control 
automatically shuts off all gas, both 
to pilot and main burners, in event 
of pilot outage. An overload control 
protects the heater against danger 
of excessive gas input. 


i 
' 
i 
i 
‘ 





The heaters are finished in ivory 
baked enamel. 





High Compression Inserts 


HOLLINGSWORTH, STEMPEL & CO. 
Ollie, lowa 


Model: Hollingsworth Inserts. 


Application: For installation on con- 
verted farm tractors. 








Description: The high-compression 
inserts increase the compression in 
tractor engines converted to L.P. 
gas. They are available for John 
Deere, Farmall, Case, and Allis- 
Chalmers tractor. 

The John Deere conversion set 
(pictured) includes inserts, specially 
designed and engineered, together 
with Jet-Fyr adapters and spark 
plugs designed for high compression 
firing in tractor motors. 

Inserts are placed in combustion 
chamber, reducing combustion space; 
they do not move or touch any of 
the working parts. 

The high-compression inserts, also 
cold manifolds, manufactured by 
Hollingsworth, Stempel, are market- 
ed exclusively by Hi-Compression 
Products Co., Washington, Iowa. 
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Assured- 


Supply! 


Our contract customers 
have this assurance of 
continuous Propane supply... 


it is Shell’s long-established policy to sell 
Propane only within the company’s capacity 
to produce and deliver. 


ay SHELL OIL COMPANY 


wore Atlanta ¢ Baltimore « Chicago « Cleveland « Detroit + Indianapolis 
Los Angeles « Mi polis e New York « Portland, Oregon 
Sacramento « St. Louis « San Francisco « Seattie 
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Clothes Dryer 


HAMILTON MANUFACTURING CO. 
Two Rivers, Wis. 


Model: No. 1125-G. 


Description: Equipped with automa- 
tic ignition, this dryer’s main bur- 
ner and pilot ignite when timer dial 
is turned on. A small electric coil 
is energized and generates sufficient 
heat to ignite the gas at the pilot. 
The pilot in turn ignites the gas at 
the main burner. Pilot burns only 
while dryer is in use. 

The timer switch on the upper 
panel of the dryer performs four 
functions: turns on the electric 
motor and fan, puts the drum into 
motion, governs the length of time 
the gas burner will operate, and per- 
mits the drum to revolve for five 
minutes after the burner is shut 
off. Any operating time up to 130 
minutes can be selected. 

Adjustable heat control may be 
set to any temperature between a 
low of 145° and a high of 190°, de- 
pending upon fabric to be dried. 














Domestic Range Heater 


HARDWICK STOVE CO. 
Cleveland, Tenn. 


Model: No. 5526-1 KH. 


Description: This new Hardwick 
range with built-in gas heater has 
a cooking section with balanced- 
heat oven and broiler with high- 
speed, low-temperature burner. 

New L-P top burners (two giant 
and two regular) are 80% faster, 
the standard burners having been 
increased to 9,000 Btu per hour and 
giant burners to 12,000 Btu. 

The kitchen heater, located in the 
left side of the range, is powered 
by 35,000 Btu. The blue-flame type 
burner is made of cast iron and is 
equipped with room thermostat and 
automatic pilot incorporating 100% 
shutoff feature. 

The higher burner ratings, re- 
cently approved by the AGA Labor- 
atories, are reported to bring about 
far greater cooking speed on top 
of the range with boiling and fry- 
ing time sharply reduced. 
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Flaring Tool 


IMPERIAL BRASS MFG. CO. 
1200 W. Harrison St., Chicago 


Model: 500-F Rol-Air Flaring Tool 


Application: Flares soft copper, 
steel, aluminum, and brass tubing. 

Description: The tool will make 
45° flares on 3/16, 5/16, %, 14, and 
5g-in. O.D. tubirg for standard SAE 
flared fitting joints. 

Through the use of a lost-motion 
mechanism in the yoke which dis- 
engages the feed during the first re- 
volution when backing off the cone, 
the face of the flare is automatically 
burnished after it has been formed. 
The cone is made of hardened steel 
and is of a unique, multi-faced type, 
with tool chrome finish. 

The flare is formed in the air 
above the flaring bar, assuring 
maintenance of the original wall 
thickness of the tubing at the base 
of the flare. This is reported to re- 
sult in stronger flares which stand 
up better under vibration. 

The steel flaring bar is of the 
sliding segment type and has a sin- 
gle screw at the end with rod handle 
for leverage which provides quick, 
easy tightening. 
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Heavy-Duty Torch 


INDUSTRIAL ENGINEERED PRODUCTS CO. 
7416 Melrose Ave., Los Angeles 


Model: Bazooka Torchmaster. 


Application: For use in heavy-duty 
jobs in hard to reach locations, the 
torch can be used for preheating and 
annealing, rebabbitting bearings, 
electrical cable _ soldering, cold 
weather thawing, paint burning, 
large diameter copper sweat fitting 
installations, heavy steel metal sol- 
dering, melting out leaded soil pipe 
joints, and numerous other opera- 
tions. 


Description: Of rugged but light- 
weight construction, the torch burn- 
er produces a flame ranging from 
5 in. long and 1-in. diameter to a 
large, hard blast 20 in. long and 5- 
in. diameter. 

It operates from a standard LPG 
cylinder at tank pressure with no 
gas regulator required. The self- 
cooled, adjustable, pistol-grip handle 
may be moved close to the burner 
for better control or backed away 
from the reflected heat of the work. 

A catalog describing the complete 
Torchmaster line is available from 
the company upon request. 
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Stock Tank Heater 


JOHNSON GAS APPLIANCE CO. 
Cedar Rapids, lowa 


Model: C-W Johnson Water 
Warmer 


Application: For installation in con- 
crete and wood tanks. 

Description: This Johnson water 
warmer is a fully automatic model. 
Its portability makes it easy to move 
from tank to tank. 

Adjustable for depth, the stock 
tank heater clamps onto the side 
of the tank. Adjustable arm brackets 
are also featured. 

Automatic safety features include 
the use of the Robertshaw Unitrol 
automatic temperature and safety 
controls. 

A canvas cover is supplied for 
summer storage of the unit. Accord- 
ing to the manufacturer, condensate 
is positively controlled. 











Domestic Range 


MAGIC CHEF, INC. 
1641 S. Kingshighway, St. Louis. 


Model: No. 81 


Description: This “Golden Range,” 
so-called because of the gleaming, 
gold-finish back panel, features four 
top burners, a waist-high, swing-out 
type broiler, and baking oven. 

The control panel has concealed 
fluorescent light and flue vents, 
clock control, handy timer, cooking 
guide, and two electric outlets (one 
timed). 

Two top burners and burner tray 
are combined into one piece, enam- 
eled inside and outside. Broiler has 
chromium-plated, tree-and-well serv- 
ing tray. 

Range dimensions: oven, 16 in. 
wide, 20 in. deep, 14 in. high; broiler, 
13% in. wide, 15 in. deep, 9% in. 
high; utility drawer, 14 in. wide, 19 
in. deep, 4% in. high. Overall dimen- 
sions: 39 in. wide, 28 in. deep, 46% 
in. high. 
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Overhead Heater 


NORMAN PRODUCTS CO. 
1150 Chesapeake Ave., Columbus, Ohio. 


Model: Norman 360. 


Application: For installation in 
stores, offices, small buildings, and 
other commercial and_ industrial 
buildings. 


Description: This forced convec- 
tion overhead type heater distributes 
warm air horizontally in a full 360° 
radius, assuring a constant temper- 
ature over the entire area of dif- 
fusion. 

Forced exhaust of combustion 
products eliminates draft diverter 
and venting problems. Flush mount- 
ing and shallow depth allow ample 
head room in low ceiling applica- 
tions. For high ceilings, the Norman 
360 can be lowered from the ceiling. 
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All controls are concealed within 
the unit but are readily accessible 
for servicing. Finished in green 
hammerloid baked-on enamel, the 
heater has a 100,000 Btu input 
rating per hour; output rating is 
80,000 per hour. 





Cylinder 


NORRIS THERMADOR CORP. 
5210 S. Boyle Ave., Los Angeles 


Model: AC-100. 
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Description: Weighing approximate- 
ly 64 lbs. for easier handling and 
lighter truck loading, this .100-lb. 
cap-type cylinder has continuous 
seam welding, with seams flush with 
side wall and free of splatter and 
pitting. 

Cylinder has been hydrostatically 
tested at 480 psi. Pressure welds are 
air-tested at 300 psi and are X-ray 
controlled to meet customer require- 
ments. 

A specially flanged spud is insert- 
ed into crown from inside cylinder. 
This spud is then submerged arc 
welded to the outside of the crown 
to give double strength protection. 

In addition to standard ICC mark- 
ings, customer symbol, serial num- 
ber, ownership and address mark- 
ings can be permanently stamped 
into cylinder head. 
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Domestic Range 


ODIN STOVE MANUFACTURING CO. 
Erie, Pa, 


Model: Beautyrange No. B-1302. 


Description: Outstanding features of 
this range include “snap-on” back 
rail and oven “on” and oven “ready” 
indicator lights in manifold panel. 
The Odin hi-broiler is of the swing- 
out style with enameled smokeless 
broiler pan and insert. The low 
broiler drawer is on ball bearings 
and is fitted with a smokeless 
broiler pan. 

One-piece construction is featured 
in the large, bright chrome oven. 

Fully insulated with fiberglas, it 
has a glass door. The manually 
operated oven light switch illumin- 
ates the oven. Robertshaw oven heat 
control is provided. 

The top burner section has two 
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giant and two regular center-simmer 
dual burners, with porcelain enamel 
grates and removable white porce- 
lain spill-over trays. A cook-chart is 
incorporated in the backrail. 





L. P. Gas Valve 


PACIFIC INTERNATIONAL PRODUCTS INC. 
475 Huntington Dr., San Marino, Calif. 


Model: Pacific D-1400. 


Description: A new type “O” ring 
seal has been incorporated to insure 
longer life with easier operation. 
Dual threading speeds opening and 
closing. Long threads at cylinder 
inlet provide positive connection 
during future valve removal and 
replacement. 

Other features include: extra 
large valve stem, precision-machined 
of naval brass to withstand higher 
torque and decrease possibility of 
stem breakage; seat disc of special 
durable plastic; bonnet washer; new 
handwheel; and safety relief device. 
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These outstanding tube working tools make 
it easy to do faster and better cutting, flar- 
ing, bending, reaming, and refacing. They 
are _ to ~~ quality ——— — for 
years have made Imperial Tools the over- 
whelming favorites for tubing work. For TUBE CUTTER 
safety in every installation depend on Im- Free wheeling ball bearing action. 
perial Tubing Tools. Roller type with flare cut-off 
groove. Retractable reamer. No. 
274-F for ¥” to 1” O.D. tubing, 

Also other models and sizes. 


AOI-ALZ® FLARiNG TOOL 


Rolls $.A.E. flares in the air and auto- 
. matically burnishes them to produce the 

finest flares. No. 500-F flares 3/16”, 
%4", 5/16”, %”, 2” and %” O.D. 
tubing. 









Bulletin No. 702-F describes Imperial LP-Gas Fittings, Tube Work- 
ing Tools, Brass Pipe Fittings, Shut-off Valves and Moisture Traps. 
. Ask for your copy. 





LP-GAS FITTINGS 


For safety’s sake use the 
best in fittings—insist on 
Imperial Flared Tube Fit- 
tings. Broad line. Listed 
by Underwriters’ Labora- 
tories, Inc. 


THE IMPERIAL BRASS MFG. CO., 1210 W. Harrison St., Chicago 7, Illinois 


VALVES 


Imperial also offers an out- 
standing line of shut-off 
valves for multiple type 
LP-Gas installations. 
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Panel Heater 


PEERLESS MANUFACTURING CORP. 
Louisville, Ky. 


Model: 5901. 


Description: Standard equipment in- 
cludes the Baso automatic safety 
pilot. Also available is the self-con- 
tained Unitrol or wall-type thermo- 
stat for those desiring automatic 
temperature control. 

The rib design feature provides 
extra radiating surface, radiant heat 
plus circulating warmth. 

Scientifically designed and spaced 
baffles retard ascending hot gases, 
deflecting them evenly to the sides 
of the heating sections, thus achiev- 
ing highest heat recovery. 

Front frame of the AGA-approved 
wall furnace is finished in ivory bak- 
ed enamel. Guard bars are in 


chrome. The heater has a Btu rating 
of 16,000 per hour. 











Space Heater Control 


ROBERTSHAW THERMOSTAT DIV. 
Youngwood, Pa. 


Model: Unitrol No. A-17. 


Description: This new flexible con- 
trol features use as a “full-on,” 
“full-off” control, or at user’s option 
as a “full-on” snap-back to low mini- 
mum flame control. 

In mild weather, heater operates 
on full-on and full-off basis — no 
overheating and no waste of fuel. 
In severe weather, bypass lever is 
turned on. Instantly, heater is con- 
verted to full-on with snap-back to 
low flame operation. 

With “night-off” position on tem- 
perature dial, user has choice of a 
30° temperature range. When dial is 
turned to night-off position, heater 
is shut down for the night or the 
season. In this position, the main 
burner cannot function, regardless 
of how low room temperature may 
fall, but user has only to return 
dial to some desired point and heater 
is in operation. 
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Circulator Heater 


RAY-GLO, INC. 
Shelbyville, Ind. 


Model: 500-V Series. 


Description: This series of heaters 
is available in the following sizes: 
508-V, 20,000 Btu; 510-V, 25,000 
Btu; 514-V, 30,000 Btu. Featuring a 
pyrex-glass front, this radiant-type 
heater stands 21 in. high, 10% in. 
deep, and varies in width from 17% 
to 29% in. 

Outstanding feature of the line is 
the Ray-Glo patented burner. It has 
no movable parts, with no adjust- 
ments to make. According to the 
manufacturer, the automatic mix- 
ture of 90% air occurs regardless 
of gas pressure. 

Other features of Ray-Glo include 
vent openings at top of backwall 
with free circulation of air; stainless 
steel burner ports; vertical injector 
tube; double radiants; cooling fins 
which prevent overheating of bur- 
ner; and removable air filter which 
prevents dust clogging the burner. 
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Liquid Withdrawal Adapter 


SELWYN-LANDERS CO. 
4709 E. Washington, Los Angeles 


Model: S-L 902. 


Application: May be used to trans- 
fer liquid from farmer’s storage to 
tractor fuel tank. 

Description: The adapter illustrat- 
ed, with 1%-in. acme male outlet, 
is connected to the S-L 631 fill valve 
(which incorporates an excess flow 
check and has provision for connect- 
ing a %-in. dip pipe) or similar 
valve. Rotating the handwheel at- 
tached to a stem that depresses the 
back check of the fill valve permits 
outward flow of liquid. The S-L 902A 
is similar except that the outlet con- 
nection is %-in. female pipe thread 
outlet. 

Major features are the side outlet 
connection and the easy-to-operate 
outage valve on the side. Also, easy 
operation of the hand-wheel enables 
operator to open the fill valve prop- 
erly without actuating the excess 
flow check. 


137 





THESE PRODUCTS ON DISPLAY, LPGA CONVENTION, 








MAY 12-14, CHICAGO 


Gas Refrigerator 


SERVEL, INC. 
Evansville, Ind. 


Model: Royal Tudor No. 118. 


Description: This is a two-door 
model with a separate home freezer 
section across the top. Total food 
storage capacity is 11.5 cu. ft. with 
2.0 cu. ft. of frozen food storage 
capacity in the freezer. The five 
quick-release ice cube trays in the 
freezer section will freeze 70 ice 
cubes (10 lbs.) at a time. 

This model features completely 
automatic defrosting, a butter con- 
ditioner, an odds-and-ends storage 
space for small packages, and ad- 
justable shelves that may be moved 
up or down to seven different posi- 
tions. Also featured: natural-action 
door handles that may be opened 
with a touch of the hand, arm, or 
elbow; two sliding vegetable fresh- 
eners, and an odds and egg basket. 

Three interior trim colors are 
offered: icicle blue, luminous gold, 
and sunfrost green. 











LPG System 


A. O. SMITH CORP. 
Milwaukee 1, Wis. 


Model: Vapor Dome System 


Description: The new vapor dome 
on this aboveground system com- 
bines the best features of both end 
and top-fitted tanks. Fittings are 
grouped in one, easy-to-reach loca- 
tion. According to the manufacturer, 
the vapor dome permits easy load- 
ing, stocking and handling. 

Made of heavy gauge steel, the 
one-piece curb box is equipped with 
strong hinges and locking lugs, and 
is slotted in the bottom for the ex- 
pansion coil. An opening in the top, 
directly above the safety valve, al- 
lows for release of gas in the event 
the safety valve relieves. 

Two welded, integral supports, 
evenly supported and of uniform dis- 
tance, assure firm footing of tank 
during transit and handling. Dealer 
may set concrete blocks before tank 
is delivered because of the supports. 
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... that’s why the 
GAS INDUSTRY specifies 
RELIANCE REGULATORS 


The Gas Industry derives a double 
advantage from the use of RE- 
LIANCE REGULATORS; first, it has 
the best REGULATOR equipment 
available; second, it obtains the 
many advantages of standardization. 
The interchangeability resulting 
from standardization means a 
smaller and more flexible inventory 
of spare parts. It minimizes the 
number of test and inspection fix- 
tures. It makes for quicker and 
easier training of maintenance per- 
sonnel through the need for famil- 
iarization with fewer products. 

For longer life, greater dependa- 
bility, better performance and lower 
Maintenance—YOU CAN RELY ON 
RELIANCE REGULATORS. 


Bulletins are available on all 
types of Reliance Regulators 
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Superior 
Performance 




















Advantages of 
Standardization 


For sensitive regulation and 
position lockup. 


BKR 

Primary or secondary unit 
equipped with internal relief 
valve. 


BP-15 
Low-volume regulator for 


precision control of outlet 
pressures. 


DV-200 


Series 
Differential valves. 


RV-200 


Series 
Relief valves. 
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Portable Stove & Heater 


SQUIBB-TAYLOR, INC, 
1213 S. Akard St., Dallas. 


Model: Squibb Sportsman’s Stove 


Application: A heater when closed 
and a 2-burner cook stove when 
open, this unit may be used indoors 
or outdoors. For outdoor use, the 
stove mounts with two wing nuts on 
a 20-lb. cylinder and on a tripod for 
use within closed areas. 


Description: It is made of minimum 
weight sheet steel and nickel plated. 
Mounted on cylinder, it stands 28 in. 
high, is 12 in. in diameter, and 
weighs 37 lbs. without fuel. A carry- 
ing handle is under the back side. 
Special Squibb burners, of 12,000- 
Btu output each, swing out as stove 
is opened. They are of the jet type, 
requiring no air adjustment. Two 
12-in. cooking vessels may be ac- 
commodated. A Fisher “Little Joe” 
regulator is provided and approved 
neoprene-lined LPG hose is used. 











Wall Heater 


STEWART-WARNER CORP. 
Indianapolis 7, Ind. 


Model: Saf-Aire 992-20. 


Description: Operation consists of 
burning fuel in a sealed chamber; 
sealed vents through the wall supply 
outside air for combustion and dis- 
charge products of combustion di- 
rectly outdoors. The Saf-Aire may 
be installed in any type outside wall, 
at any floor level, without regard to 
chimney. 

Vents through wall connect to a 
Lundstrum vent on the outside. Ex- 
clusive with Stewart-Warner, this 
vent is windproof and stormproof. 
According to the manufacturer, 
products of combustion cannot enter 
the room and only outside air is 
used for combustion. Model 991-14 
fits under windows where sill is ap- 
proximately 30 in. from the floor. 
The heaters are available with Btu 
input ratings of 19,000 and 13,000. 
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the easy way when you have CALOR’s 

Industrial Department working on your side. Specialists 

are now available to help you profit from the fastest grow- 

ing segment of LP-Gas Industry... Internal Combustion. 

Yes... better see CALOR now and you, too, will agree it 
| pays to deal with the West’s leading independent mark- 

eter of LP-Gas. 

For a more complete service all ways—always call CALOR 


CALOR GAS COMPANY 


114 SANSOME STREET + SAN FRANCISCO 4, CALIFORNIA 
Telephone YUKON 2-3360 


Sewing Westem America 
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Domestic Range 


TENNESSEE STOVE WORKS 
Chattanooga 1, Tenn. 


Model: Modern Maid 9350 PAC. 


Description: A fully automatic, 
clock-controlled oven with automa- 
tic ignition is featured in this range 
designed especially for use with L.P. 
gas. The range is equipped with 
100% safety shutoff. The one-piece 
oven is porcelained inside and out 
and is heavily insulated with Fiber- 
glas. 

Each of the four center-simmer 
top burners has an individual burn- 
er bowl for ease in cleaning. Mani- 
folds are recessed for cooler valve 
handles. 

Also featured in the range are the 
following: a top lamp built into the 
backguard, a clock, glass oven door, 
and oven light. 

Oven measurements are 16x19x13 
in.; broiler measures 16x19x8 in. 
Cooking top is 36x24 in.; height to 
cooking top is 36 in. 














Odor Indicator 


UNITED PETROLEUM GAS CO. 
806 Andrus Bidg., Minneapolis 


Model: Odicator. 


Application: The unit fills the need 
for a small, portable instrument to 
measure odor thresholds and levels 
in fuel gases. It is claimed to be 
equally effective on LP gases, na- 
tural and manufactured. 

Description: According to the man- 
ufacturer, the Odicator meter will 
show the odor intensity within the 
lower limits of combustibility of any 
type of fuel gas anywhere within a 
distribution system. 

The exact gas-air mixture at 
which the distinct odor is detectable 
is indicated on a delicately balanced 
gauge and is instantly readable 
without reference to graphs, scales, 
or specific gravity charts. 

A compact, one-unit device, the 
indicator measures only 3x6x7 in. 
and weighs only 54 oz. It can be car- 
ried easily by servicemen and can 
be used either in or out of doors. 
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BRUNNER LP GAS TRANSFER UNIT 





G @ In every LP gas transfer, vapors are left 
in the “emptied” tank...vapors that could 
(4) a f run as much as 5% of the gallonage. A 
Brunner LP Gas Compressor doing the 

ed 


transfer pumping, liquifies and recovers 


these vapors. Knowing the volume you 

1 handle, you can quickly figure what this 

0 5% can mean in dollars and cents as a 
a ed 


loss or as an extra earning. 
















LP Gas Transfer Unit operates. Shows how to set up a tank 
car to storage transfer system — piping, valving and wiring. A 
“trouble-shooting” section on transfer problems included. 
Twelve pages of information every LPG distributor should 
have. Use the coupon without obligation. 


GET THE FACTS This booklet shows how the Brunner _ FREE y 


NAME 
COMPANY 
ADDRESS 
CITY and STATE. 
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THESE PRODUCTS ON DISPLAY, LPGA CONVENTION, 
MAY 12-14, CHICAGO 





Unit Heater Description: Built for dependable 
service, this unit heater’s outstand- 
ing feature is its steel heat exchang- 
er consisting of a series of tubes 
Model: USAIRCO Series 20. constructed of heavy gauge steel 
welded to headers. 

The heat exchanger is designed 
with internal flue gas heat extrac- 
tors which cause flue gases to scrub 
the exchanger tubes and insure max- 
imum heat transfer. The headers 
extend through the unit, insuring 
leakproof operation. 

Other features include built-in 
draft hood, round flue vent connec- 
tion, removable fan guard, die-form- 
ed steel venturi to insure maximum 
air delivery, external air turbulators, 
hinged access panel, four-point sus- 
pension, and chrome-alloyed, cast 
iron burners. The heavy gauge steel 
cabinet is finished in baked-on en- 
amel. 


U. S. AIR CONDITIONING CORP. 
Como Ave., S. E., at 33rd, Minneapolis. 








Cylinder Valve 


WEATHERHEAD CO. 
300 E. 131st, Cleveland, Ohio 


Model: Cat. No. 1347. 


Description: This cylinder valve is 
a recently designed unit which fea- 
tures perfect shut-off, a positive 
lift opening and, according to the 
manufacturer, the fastest known 
propane filling rate (160 lbs. per 
minute). 

The cylinder valve is made of spe- 
cial, high-strength phenolic material. 
The seat of the valve will withstand 
a load as high as 2000 lbs. and 
effectively resists corrosion. 





% 
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FOUR REASONS WHY 


Cbd mu ih 6 wh be 


EVEREAD 


GAS SYSTEMS 





1. Quality built, with finish and appear- 
ance equaled by no other system. 


2. The only gas system with the large 
easy-to-read gallonage gauge, no guess 
work, even a child can read it. 


3. The EVEREADY has 114” dip tube on 
filler valve for faster filling. This can 
also be used to evacuate fuel in an 
emergency. 


4. A bottom hole plug is in all EVEREADY 
gas systems to insure moisture free 
systems, and this feature can also be 
used for bottle and tractor filling. 














VICTORIA MODEL 
(Other Models to Choose From) 


MODEL 202 


Twin Barrel 
Truck Tank 


Write, wire or call for prices and 
additional features on the 
easy to sell EVEREADY 


3301 SOUTH LAMAR STREET e TEL. HUnter 8321 © DALLAS, TEXAS 
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THESE PRODUCTS ON DISPLAY, LPGA CONVENTION, 





MAY 12-14, CHICAGO 


LPG Transport Truck 


TRINITY STEEL CO. 
Dallas, Texas 


Model: Victoria 


Description: Pic- 
tured in left fore- 
ground is a rep- 
lica of the Vic- 
toria Model 
transport truck 
tailor-made to 
dealer specifica- 
tions. The ASME 
Code _ transports 
range in water 
gallonage size 
from 3500 
through 5500. 





Clothes Dryer 


WHIRLPOOL CORP. 
St. Joseph, Mich. 


Model: Whirlpool. 


Description: Fully automatic pilot 
burner ignition is, featured, together 


with two automatic safety shutoff 
valves. The temperature is controlled 
by adjustable thermostats between 
130° and 205°F. 

With a rating of 19,000 Btu per 
hour, the dryer holds an average 
washer load up to 10 lbs. of dry 
clothes; 20 lbs. of wet. The sheet 
steel, wrap-around type cabinet is 
finished in white, baked-on enamel. 

Features: lucite door release that 
glows when dryer is in operation, 
screen-type lint trap, vent adapter 
for outside exhaust, and time and 
temperature controls on back panel. 

Moving air stream keeps cabinet 
cool. Dryer tumbler operates after 
burner shuts off for further drying 
and cooling of clothes for removal. 

Forced exhaust carries all mois- 
ture-laden air out of dryer; does not 
permit air to be recirculated through 
cabinet, which means faster drying 
and less gas consumption. 
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Driver Earl Jacks operating one of Western 
Carloading Co.'s converted Clark fork-lift 
trucks. 


Fork-Lift Fleet Conversion 


Operating Economies Proven On 16 Butane Powered Lifts— 
$300 Annual Savings Per Truck 


PERATING and mainten- 
O ance costs on a fleet of fork- 

lift trucks at a Los Angeles 
freight dock and warehouse are be- 
ing cut by the use of commercial 
butane. 

After a number of experiments 
with different types of fuel and 
various mechanical gadgets, butane 
was decided upon for a fleet of 
fork-lifts which handle freight at 
Western Carloading Co.’s 1000-ft. 
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freight forwarding dock in Los An- 
geles, according to President Harry 
F. Leveson. . 

As a preliminary test, one fork- 
lift was converted and the operat- 
ing characteristics and costs care- 
fully recorded to determine its prac- 
ticability and economy. Officials of 
Metropolitan Warehouse Co., a sep- 
arate firm owned by Mr. Leveson, 
were also critical observers of the 
test. 
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Results were so outstanding that 
within a year the fleets of both 
companies, totaling 16 fork-lifts, 
were converted. Most of them are 
Clarks with Continental 4-cylinder 
F 4121 engines. Mr. Leveson esti- 
mates savings of more than $300 a 
year per truck are being realized. 
Fuel savings alone amount to near- 
ly $100 annually per truck with the 
cost of commercial butane about 
half that of gasoline. 

In addition, the reduction in cost 
of repair parts and labor has been 
important. The fork-lifts now oper- 
ate more than a year between major 
overhauls, whereas while using gas- 
oline, it became necessary to make 
major repairs or overhauls about 
every three months. 

An important contributing cause 
to this longer engine life is found 
in the condition of the lubricating 
oil. It was formerly necessary to 
drain and refill the crankcases 
every 48 working hours, due to 
accumulation of cold sludge. Now 
the oil no longer becomes contami- 
nated in use. 


Dale Burgess, shop 
foreman at Western 
Carloading Co., mak- 
ing the final connec- 
tion in his 30-minute 
butane conversion. 


MAY — 1952 


Drainage periods are now con- 
trolled by analysis of crankcase 
samples taken at intervals of 300 
working hours. Present average is 
700 hours between drains, repre- 
senting a considerable saving in 
oil cost. 

An even more important gain 
from the changeover became appar- 
ent following the complete conver- 
sion of the fleet. Western Carload- 
ing Co.’s employes were plagued by 
the gasoline fumes created as its 
fleet of fork-lifts operated in a 
semi-enclosed dock. 

At the Metropolitan Warehouse, 
operators had also been subject to 
chronic occupational headaches re- 
sulting from working all day on 
top of fuming, smoking gasoline 
engines in the completely enclosed 
seven-story warehouse. Morale and 
efficiency were impaired, and Mr. 
Leveson and his executives were 
seriously considering a heavy in- 
vestment in mechanical ventilating 
and air cleaning equipment. 

With careful attention to carbu- 
retor adjustment, the butane oper- 
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Earl Jacks demonstrates the 30-second ex- 
change from empty to full tank of gas on 
fork-lift. 


ated engines produced a non-irri- 
tating, odorless, and colorless ex- 
haust, eliminating the need for the 
air-conditioning equipment. There 
is no way of estimating the value 
of improved worker morale, but 
it, too, has been important. 

The technique and method of 
making the conversions was worked 
out by Dale Burgess, shop foreman 
of Western Carloading Co. As fin- 
ally standardized, the conversion 
is simple and quick, requiring only 
about 30 minutes per vehicle. The 
gasoline tank is removed, and in 
its place three angle iron brackets 
are welded to the truck’s metal 
frame to hold the base of the bu- 
tane tank. The latter consists of a 
standard “cash-and-carry” type 5- 
gallon trailer bottle, in which the 
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outlet valve is fitted with a tube 
extending to the bottom of the tank 
so the fuel will be withdrawn in 
liquid form. The tank is held in 
place by two heavy spring-actuated 
clamps with connection made to the 
engine fuel system by means of a 
flexible tube leading to a Bell-Tite 
Diamond-U quick coupler, the stan- 
dard house trailer coupling. 


Equipment is Pre-Assembled 


The fuel system on the engine 
consists of a simple spud-in inserted 
into the venturi of the gasoline car- 
buretor, a Beam vaporizer-regula- 
tor unit, Beam electric lock-off 
valve, and a Trappit fuel filter. 
Most of this equipment is pre-as- 
sembled at the. bench, permitting 
the quickest possible installation on 
the engine. The fuel equipment 
costs about $115 per vehicle. 

Refueling is done by exchanging 
tanks. With the quick-operating 
clamps and fuel-line coupler, the 
empty tank may be replaced with 
a full bottle in less than 30 seconds. 
Two spare tanks are kept in reserve 
for each truck, and all empties are 
refilled twice weekly at a nearby 
commercial butane service station. 

Leveson reports that officials of 
the two companies are more than 
pleased with the elimination of 
troublesome gasoline fumes and 
operating economies resulting from 
the conversion of these 16 fork- 
lift truck engines. Plans are now 
underway for the conversion of 
Western Carloading Co.’s fleet of 
stake delivery trucks which oper- 
ate throughout metropolitan Los 
Angeles. 
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MORE POWER 
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TRUCKS, buses, tractors, 
stationary engines... 


CENTURY 3C Type CARBURETORS for LP-Gas provide your trucks, buses, 
tractors or stationary engines with greater power, extra efficiency because 
they are a metering type valve—not a venturi type. They proportion 

air and fuel to exact ratios. Century Carburetors save fuel, oil and repair 
bills, give longer engine life, smoother operation and added power. 


The latest development in LP-Gas carburetion, Century 3C Type 
Carburetors are designed for use with the Ford distributor and new type 
Ford engines. Also for all other trucks including Chevrolet, Hall-Scott, For Ford V-8 
GMC, International, White, Mack, and Reo. Century is the only manufac- 1” or 14" duplex 
turer producing dual throat or duplex type carburetors for LP-Gas. 
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Oldest Manufacturer of LP-Gas Carburetion 


For Mack 
CENTURY GAS EQUIPMENT CO. pg nae 
1%” duplex 
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Safety First For San Antonio 
LPG Bus Operation 


Gas alarm systems protect outdoor storage 
and inside service areas in Texas 
transit firm's ‘‘model”’ installation 


Power 


N designing the new storage, 
I servicing, and maintenance fa- 

cilities needed for the operation 
of its fleet of propane-fueled buses, 
the San Antonio Transit Co. has 
incorporated a number of unusual 
features designed to warn of es- 
caping gas, and to prevent fire and 
explosion hazards. 

The new bus plant includes a 
30,000 gallon storage system and 
the necessary dispensing pumps 
and meters, located in a 12-acre 
parking area. More than 1C0 of the 
company’s 325 buses are now oper- 
ated on propane, and a conversion 
program on additional vehicles is 
under way. 

The transit company called in 
the Hudson Engineering Co., Hou- 
ston, Texas, to assist in designing 
the new plant. The Fire Prevention 
and Engineering bureau of Texas 
and the Health and Safety division, 
U. 8. Bureau of Mines, participated 
as consultants. As a result of the 
combined efforts of the owners, de- 
signers and consultants, the bus 
company’s new storage and main- 
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tenance facilities are believed to 
be a model for this type of oper- 
ation. 

One of the chief problems con- 
cerned a method for accurately 
detecting and reliably warning of 
combustible concentrations of pro- 
pane in the atmosphere around 
storage tanks, piping, valves, fuel- 
ing station, and repair pits. This 
problem was solved by the installa- 
tion of multi-point combustible gas 
alarm systems developed by Mine 
Safety Appliances Co., Pittsburgh. 

Two separate systems are used: 

(1) To protect the outdoor stor- 
age and loading and unloading 
facilities and, 

(2) to serve the repair zone 
inside the modern steel and glass 
maintenance building which has a 
floor area of some 45,000 sq. ft. 

These two MSA combustible gas 
alarm systems continuously sample 
the atmosphere from eight differ- 
ent locations, analyze the samples 


By CARL ABELL 
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and instantly warn when the gas- 
air mixture reaches 40% of the 
lower explosive limit. This enables 
personnel at the terminal to take 
remedial action immediately. 
Four sampling lines run to each 
alarm panel. The system that pro- 
tects the storage unloading area 
and fueling rack has one line run- 
ning 240 ft. from the instrument 
to the six 5000-gal. propane storage 
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tanks. Tanks, valves and pipe 
manifolds are inside a 214-ft. high 
concrete fire wall. 

Another sampling head is _ lo- 
cated in the covered trench that 
contains fuel lines between storage 
tanks and the fueling rack. This 
line is arranged to detect any 
leaks in the transmission piping. 
Another line draws samples from 
the propane unloading dock about 


Four point sampling and analyzing instrument serving 
the storage tanks, truck loading dock, pipe ditch and 
bus fueling area is shown, left. Air samples drawn from 
these four locations of San Antonio transit firm are 
tested alternately to determine whether they are nearing 
explosive concentration. If the air-gas mixture reaches 
40% of lower explosive limit, an audible and visible 
alarm is actuated and indicator lights on the panel show 
point from which the hazardous sample was taken. Sta- 
tion is several hundred feet from storage tanks. 
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Transport truck unloading station is protected by water fog sprinkler shown mounted in 

the reinforced concrete buffer. At left is one of the air sampling tubes for the combustible 

gas alarm. The mechanical filter of the tube is circled. Trucks are grounded to prevent 
static sparks during unloading. 
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Bus fueling station is outdoors and cover- 


ed by canopy. Line which continuously 
samples the surrounding atmosphere for 
propane concentrations is shown (arrow) 
extending down pipe column to floor 
level. Each sampling line has mechanical 
filter to remove dust from air. Fueling 
dock is protected by water fog sprinklers. 


75 ft. from the instrument panel. 
The fourth line serves the bus- 
filling station. 

The second four-point gas alarm 
samples air from repair pits in the” 
service building and warehouse, 
as some propane might conceivably 
escape through leaks in carburetor 
lines or fittings, and pressure re- 
lief valves on the tanks. Fuel in 
tanks filled outdoors on a cold day 
might be liberated through pres- 
sure relief valves if the buses are 
moved inside and warmed up. 
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Temperature rise causes the pro- 
pane gas to expand. 

Because propane is so volatile 
and the fuel systems are under 
pressure, contamination of the at- 
mosphere would occur faster than 
with fuels of lower volatility. For 
this reason, the automatic alarm 
system is designed to provide a 
warning long before the air be- 
comes dangerously contaminated. 

In cities where the weather is 
cold during the winter months, the 
need for a positive, instantaneous 
gas detection and alarm system is 
even greater than in warmer cli- 
mates, due to the gas expansion 
problem. 

In operation, air samples are 
drawn into the instrument and 
passed over one of two heated, 
sensitized, platinum filaments 
which form a balanced electrical 
circuit. One filament, known as a 
compensator, is sealed in a cell 
containing uncontaminated air. 
Any combustibles ‘present in the 
air sample are burned on contact 
with the other filament, known as 
the detector. This raises its tem- 
perature and its electrical resist- 
ance, unbalancing the circuit. 

The degree to which this circuit 
is unbalanced is directly propor- 
tionate to the concentration of com- 
bustibles in the sample. This is 
measured by an indicating contact- 
making meter, which is designed 
so that when the needle reaches 
a predetermined point, a magnetic 
contact is closed to energize the 
alarm signal circuit. The alarm 
consists of a red light flash on the 
instrument panel, and a_ horn 
sounding. 
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Dependable LP-Gas carburetion equipment! There’s 
no doubt of performance when you choose ALGAS 
because ALGAS is engineered to meet specifications 
exactly. ALGAS is the only complete line. It includes 
every size and type carburetor, mixer, regulator, heat ex- 
changer or filter to meet all requirements. ALGAS 
equipment is accepted everywhere as a standard of qual- 
ity. Its performance provides economy and trouble-free 
operation. That’s why ALGAS is the line to use...the 
line to sell. 


ALGAS Distributor and Dealer Franchises 
are available now. Write for Information. 


AMERICAN LIQUID GAS CORPORATION 


1109 Santa Fe Avenue « Los Angeles 21, California 
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Air samples are constantly 
drawn through the lines to the in- 
strument by means of a _ turbo 
compressor. Indicator lights on the 
panel of the instrument show from 
which area the contaminated sam- 
ple was taken. 

Throughout the entire bus ter- 
minal, every other precaution is 
taken to safeguard against fires 
and explosions. All electrical equip- 
ment is explosion-proof and_ in- 
stalled in accordance with Article 
500 of the National Electric Code, 
regulations of the State of Texas 
and recommendations of the Na- 
tional Board of Fire Underwriters. 
Part of. the San Antonio Transit Co. facili- The color identification code of the 
ties where Nordstrom valves are used on American Standards association 


lines to the six propane storage tanks, : 
with pumps, right. also is followed. 











BUTANE-PROPANE 
DIX CARBURETORS 


Simplest oF THEM ALL 
Easiest To INSTALL 










FOR TRUCKS, TRACTORS, TAXIS, BUSSES, 
PASSENGER CARS, STATIONARY ENGINES 


DEALERS—Save yourselves a lot of worry 








and service calls—handle and sell the popu- Also DISTRIBUTORS for — Electro Test equip- 

lar DIX L-P G Carburetor for profit and sat- ment — Gates Rubber Hose — Titeseal for 

isfaction. my ——- = — ——— = 

corrosion inhibitor — Liqu rench to free 

DIX MANUFACTURING CO. tight joints — Ignition Seal for deteriorated 

aioe “ United Rir eonen waa adaptors _ 

3447 East Pico Blvd. Los Angeles 23, Calif. Trapit Filters — Pressure G an ti 
Export: 301 Clay St., San Franciseo, Calif. Tune-up Injectors ia 
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Butane-Propane 


POWER MANUAL * 


Published by —w - 3 


The industry has hailed this book as “the most concise and 
authoritative guide ever published on the subject.” Over 
2,000 copies have been sold within one month after release. 
It contains 330 pages with 23 chapters, and is handsomely 
hound in heavy duty flexible binding in a handy pocket 
size—554"x77,”". In every day language it gives you the 
full story of liquefied petroleum gas installation methods, 
equipment and service; from the tools you need to sales 
hints for handling this new business profitably and with 
assurance. 


OUTLINE OF CONTENTS 
The Basic Facts of 
Fuel and Power—4 Chapters 


\P-Gas Carburetion— 


4 Chapters POWER MANUAL. 


Making the Conversion— 
9 Chapters 


Installing and Adjusting LP-Gas Price $3.50 






Gentlemen: Please send 





Order Your Copy Now! 


Use this handy 


Order Coupon 


Butane-Propane News, 198 S. Alvarado St., Los Angeles 4, Cal 


copies of the new Butane-Propa 


5 ONeGe Fischer 


Carburetors—2 Chapters 
Maintenance and 
Trouble-Shooting—3 Chapters 


Bringing in the Business— 
| Chapter 


(in California 
add 3% Sales | COMPANY. 
Tax) 
We pay postage on 


orders accompanied 
by remittance. (<), - ES 


ADDRESS 











For quick and positive valve 
action, lines to each tank are 
equipped with Nordstrom lubri- 
cated valves, in which a lubricant 
especially compounded for L. P. 
gas service is used. 

The outdoor filling station at 
San Antonio is equipped with a 
water fog system that is manually 
operated from points close to the 
fueling rack. Water fog systems 
also are provided for the unloading 
dock and storage tanks. 


Block Distortion Troubles 
Reader—An Answer Given 


We are having trouble with distor- 
tion of blocks in engines which have 
been high compressioned for operation 
on propane. This in spite of the fact 








Clayton 
Gas 
Carburetors 
Since 1929 





Briggs & Stratton, Wisconsin, 
Ford, Chrysler and all Down- 
draft Industrial Motors, may be 
equipped with a CLAYTON 
and RUNNING on GAS in less 
than 5 MINUTES. 


BUTANE — PROPANE 
ARTIFICIAL — NATURAL 


Vapor or Liquid for Tractors 
SEND FOR FOLDER 


CLAYTON 


CARBURETOR WORKS 
Box 288 
Independence, Kans. 




















that we use a torque wrench and 
pull to the recommended tension. In 
certain L-head engines this distortion 
is so bad that valves will not hold the 
pressure, and a number of blocks have 
cracked through to the water jacket, 
after only a few thousand miles of 
use. 

We have overcome this almost en- 
tirely in one make of engine by in- 
stalling studs and nuts in place of 
the original capscrews. We are not 
having these troubles to speak of ex- 
cept with the engines on which we 
install planed heads. Why does this 
affect the block?—A READER. 


Answer—From your description we be- 
lieve that your torque wrench is measuring 
the resistance of the rust in the previously 
unused threads, instead of the tension 
against the head. There does not appear 
to be any other reason why the planing 
of a few thousandths of an inch off a head 
should produce distortion which did not 
apnear with the standard head. 

The BuTaNE-PROPANE Power MANUAL 
has this to say on the above subject: “A 
torque wrench should be used for the final 
tightening of the bolts. Bear in mind that 
this will be of no value whatever unless 
the threads are clean and lubricated for 
the entire depth that they will be in 
contact, When installing a head that has 
been cut, and in nearly all cases where a 
factory-made high compression head is 
used, there will be three or four threads 
used which have not previously been in 
service. 

Studs which were perfectly all right with 
the previous head may not be threaded far 
enough down to hold the high compression 
head. Some engine heads are held down 
by cap-screws, and in all such engines 
which have been in service, the threads 
down in the block will be rusted. 

“Tf it is not convenient to clean up these 
threads with the appropriate dies or taps, 
flat washers should be used as spacers 
next to the head, so the threads need not 
be matched beyond their previous limits. 
The threads also should be well lubricated, 
or the tightening will not be uniform even 
though the torque wrench may reach the 
specified reading.”—Editor. 
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MANCHESTER LPG CONVERSION TANKS 
PRICED LIKE A STOCK ITEM 
LOOK LIKE A CUSTOM JOB 








Whether permanent type, rear 
mount, side mount or truck tanks, 
Manchesters are easy to sell with 
the help of visual sales material “ORD & FERGUSON 
and a cinch to install with ordinary 
tools. Available with suitable 
mounting brackets for all model 
tractors and any size for auto- 


mobile and truck installations. 


JOHN DEERE-G 


All valves are U.L. approved 
and conform to all industry 
standards. 


Learn about many other time, 
trouble, and money saving 
features resulting from Man- 
chester field experience with 
mobile equipment. Write for 
Catalog and free Tractor Tank 
Installation Manual. 


Bonded and approved 


ttn, 


in States where required. 


Welding & Fabricating Co. 
2880 Norton Ave., Lynwood, Calif. 
Phones: NE 1-9357 @ NE 6-2839 
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Hundreds of successful L-P installations 


have proved the effectiveness of Ellis 
“‘Bu-Power" Manifolds. More power 
and mileage for your customers .. . 
and more customers for you. Every 
conversion is a better conversion when 
you use an Ellis Manifold designed 
especially for L-P gas. 

Contact your Ellis Dist. today for 
further details. 


ELLIS MANIFOLD CO. 
2212 E. Washington Blvd. 
Los Angeles 21, Calif. 














GO GARRETSON FOR GREATER PROFIT! 


Garretson ydtem 





LP-GAS CARBURETION 
for Spark Ignition Engines! 





GARRETSON CARBURETION 
OF TEXAS, INC. 


BOX 1013 LUBBOCK, TEXAS 


MALT 16:6 Ak aA LES AGENT 


SI G. DARLING 


P. O. BOX 71 PRATT, KANSAS 








Southeastern LPGA 
Stresses Storage 


ONTINUAL expansion of storage 
and tank cars is needed to keep 
pace with the 25% a year increase in 
LPG sales, and 
the industry can 
look forward to 
important cost 
savings from LPG 
underground stor- 
age now under 
construction, 
John W. Oyler, 
Petroleum Ad- 
ministration for 
Defense assistant 
a d ministrator, 
told the South- 
TOM FIELDS eastern District, 
LPGA annual 
convention and trade show at Jack- 
sonville, Fla. 

Mr. Oyler said the cost of building 
underground storage runs from 80c to 
$3.25 a bbl. for LPG, while above- 
ground storage in steel tanks cost 
about $17 a bbl. for LPG and $1 for 
fuel oil. 

New officers for the Southeastern 
district and four member state groups 
were chosen at the meeting March 24- 
26 in George Washington hotel. The 
district executive board chosen in- 
cludes Jim Cleghorn, Southern Bu- 
tane Gas Co., Anniston, and V. T. 
Mavity, Southern Liquid Gas Co., 
Dothan, Ala.; M. L. Bailey, Gem 
Automatic Gas Co., Granite Quarry 
and R. T. Morris, Eastern Rulane 
Service Corp., New Bern, N. C.; A. 
W. Spiller, Suburban Gas Co., St. 
Augustine, Fla., and Tom Fields, At- 
lanta, Ga. 

Heading South Carolina LPGA is 
M. L. Trotter, Carolina Butane Gas 
Co., Columbia, S. C., succeeding E. K. 
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Now! tractor MANIFOLDS 
FOR L-P GAS CONVERSIONS 
Cash in on the tremendous interest in L-P Gas in the rich and 


profitable farm market. Here is an entirely new, and only 
COMPLETE line of tractor manifolds designed especially for 


L-P Gas . . . Eliminates heat off intake manifold . . . Fits 
original stud holes and studs . . . Increases power, decreases 
fuel consumption . . . Available for Farmall, John Deere, Allis 


Chalmers, Ford, Ford-Ferguson, and Case tractors. 
“VISIT US AT BOOTH #37 AT THE NATIONAL CONVENTION”’ 





and THE PERFECT TIE-IN FOR 
L-P GAS CONVERSION SALES 


The Hollingsworth Hi-Compression System 
Only through higher compression can customers 
realize full advantage of L-P Gas power and 
economy. Easily installed, no changing of orig- 
inal parts. Steps up power almost a full gear 
. « « decreases fuel consumption, increases mile- 
age Available for Farmall, John Deere, Allis 
Chalmers, and CC series of Case tractors. 


WRITE TODAY For Facts, Prices, and Dealer Discounts. 
Products of Hollingsworth-Stempel & Co. 
Marketed by HI-COMPRESSION PRODUCTS CO., Box 470, Washington, lowa 

















Engineered For .. . 
Butane Propane Gas Delivery 


ACE 
HOSE REEL 





SPRING 
HOSE REEL 


®@ All Pipe Fittings Are Heavy Duty Steel, 
2000 psi. 

@ Chiksan Ball Bearing Swing Joint 
Component Part of Reel. 

@ Gear Driven By All Steel Gears. 

@ On The Electric Ace Hose Reel A 
Clutch . . . A Safety Feature 
Which Assures Longer Life For 
Hose and Motor. 


ACE HOSE REEL CO., LTD. 


5446 ALHAMBRA AVE. 
LOS ANGELES 52, CALIF. 






ELECTRIC 
HOSE REEL 
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Newly elected officers of the Alabama LPGA are shown at the Southeastern district LPGA 

annual convention at Jacksonville, Fla. Left to right, Jim Cleghorn, president; Martel Brett, 

vice president; Mrs. M. H. Krueger, secretary-treasurer and directors Elbert R. Hughes, 
P. R. Jackson and Jim Chancy, retiring president. 


Butler. Clyde M. Dangerfield, Subur- 
ban Gas & Appliance Co., Charleston, 
was named vice president while T. 
Wilbur Thornhill, Seaboard Gas Co., 
Charleston, was named _ secretary- 
treasurer. 

R. T. Morris was elected president 
of North Carolina LPGA replacing 
M. L. Bailey while W. C. Garner, Gar- 
ner Gas & Equipment Co., Farmville, 
N. C., was named vice president and 
Joseph Blow, Blue Flame Distribu- 
tors, Kenly, was chosen secretary- 
treasurer. 

Georgia LPGA members selected 
Lew D. Hill, Reliance Gas Corp., Co- 
lumbus, president succeeding Kingsley 
Weatherly, and elected J. D. Mathe- 
son, Rural Gas Co., Lyons, vice presi- 
dent and Kendrick Mattox, Propane 
Gas Co., LaGrange, secretary-treas- 
urer. 

Jim Cleghorn of Anniston, Ala., 
was elected to head the Alabama 
LPGA for 1952 replacing James J. 
Chancy. Chosen vice president of that 
state was Martel Brett, Brett Butane 
Service, Birmingham and Mrs. M. H. 
Krueger, Foley Butane Co., Foley, 
was named secretary-treasurer. 
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The program included talks by Sen. 
Karl Mundt of South Dakota; Mark 
Anton, chairman of the LPG Defense 
Advisory committee, Whippany, N. J., 
and Earle Clifford, head of the Gas 
Fuel Technology dept., Southern 
Technical Institute, Chamblee, Ga. 

Other speakers were Elmer Wheel- 
er, sales expert and author; M. L. 
Ennis, employe training director, 
LPGA; Howard White, LPGA execu- 
tive vice president, and W. S. Lander, 
Rulane Gas Co., LPGA president. W. 
F. Rockwell, board chairman, Rock- 
well Manufacturing Co., Pittsburgh, 
Pa., also addressed the meeting. 





RALPH MORRIS 


M,. L. TROTTER 
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List Your Butane-Propane 
Filling Stations In 
New National Directory 


We’re holding space for YOU in our 
soon-to-be-published National Butane- 
Propane Filling Station Directory. We 
are anxious that you and every other 
bulk plant and highway filling sta- 
tion now serving butane or propane 
to motor vehicles be listed in this 
important guide. 


You can help us NOW by sending 
in your listings to Butane-Propane 
News, 198 South Alvarado St., Los 
Angeles 4, Calif. There will be no 
charge for listing your station or 
plant and a FREE COPY of this direc- 
tory will be yours upon publication 
for supplying this information. 
To be included as an L.P, gas filling 
station, you must be able to dispense 
butane or propane to trucks, buses or 


automobiles during specific hours. No 
station may be listed unless an at- 
tendant is on regular duty during the 
hours specified. 


When compiled, the National Direc- 
tory will go to trucking firms and in- 
dividuals who may patronize these 
stations for butane-propane motor 
fuel. Your immediate cooperation in 
sending us your listing today, by fill- 
ing out the coupon below, will be ap- 
preciated. If you sent in a listing last 
year, we would like a verification. 





Fill in and mail this coupon Today! 


Butane Propane Filling Station Information 


Check Services Offered 


C) Conversions 


C1) L.P. gas engine 
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A Houston, Texas, office has been 
opened by United Petroleum Gas Co., 
Minneapolis, with J. P. Lyons, as- 
sistant to the vice president, in 
charge. The new office is located at 
2210 Park St. 

Mr. Lyons has had many years of 
experience in the petroleum and 
allied industries, having been with 
Shell Oil Co. for 15 years. Prior to 
his recent appointment, Mr. Lyons 
had been with Bethlehem Steel Co. 
in Houston. 


D. G. Dodds, Jr., has been appointed 
district sales representative for Kero- 
test Manufacturing Co., Pittsburgh, 
in the southeastern territory, with 
headquarters in Atlanta, Ga. For 
several years Mr. Dodds has been in 
the Kerotest general sales department 
in Pittsburgh and the New York dis- 
trict sales office. 


C. V. Coons, vice president of sales 
of Rheem Manufacturing Co., has 
announced the appointment of Wil- 
liam S. Goodfellow as general sales 
manager of the firm. Mr. Goodfellow 
has served with Rheem for 17 years, 
as regional sales manager in Chicago 
and as assistant sales manager of 
the Pacific Coast Region. He will 
headquarter in New York. 

The firm has also named Harry H. 
Filler as manager of manufacturing 
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in all plants. He has been in charge 
of foreign plants and operations in 
South America, Australia, and the 
Far East and, more recently, has 
been acting as divisional manager of 
the plants in Bayonne and Linden, 


L. R. Foote has 
been named to 
the post of na- 
tional sales rep- 
resentative for 
industrial com- 
bustion equip- 
ment designed 
and manufac- 
tured by Bryant 
Heater Div., Af- 
filiated Gas 
Equipment, Inc., 
according to W. 
H. Wise, director 
of sales. 

Mr. Foote, who will headquarter in 
Yonkers, N. Y., has held the position 
of eastern sales representative since 
1946, when he joined Bryant. Prior 
to that, he had long experience with 
utility and industrial operations. 


L. R. FOOTE 


The establishment of product re- 
pair and parts handling procedures 
in factories and warehouses will be 
the duties of H. O. Proske who has 
been appointed service manager for 
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Rockwell Manufacturing Co. In mak- 
ing the announcement, Rockwell vice 
president, L. A. Dixon, said that Mr. 
Proske, headquartering in Pitts- 
burgh, joined the firm in 19387 as a 
sales engineer in the Kansas City 
area, a position he held until his 
recent promotion. 

R. H. Hedges will replace Mr. 
Proske in the Kansas City territory. 

New district sales managers for 
Rockwell include M. D. Gilbert, named 
by C. K. Madison, Southwest regional 
sales manager, as Kansas City dis- 
trict sales manager, and Roy R. 
Bush as Tulsa district sales manager. 


Francis Fargo Gregory, merchan- 
dising coordinator of A. O. Smith 
Corp., died late in March following 
an operation. 

Mr. Gregory had been with A. O. 
Smith since 1944, as sales promotion 
manager, public relations director, 
and merchandising coordinator. 


Three new members have been ap- 
pointed to the Perfection Stove Co. 
board of directors. They are: J. H. 
Rasmussen, vice president and di- 
rector of appliance sales; William 
H. Haag, vice president in charge of 
manufacturing; and James A. Sebold, 
New York investment broker. 

Personnel changes at Perfection in- 
clude: William B. Gathings named 
manager of the company’s Jersey 
City sales district; H. C. Erhard has 
become special assistant to C. H. 
Foulds, vice president and director of 
contract sales; Glenn Crowner is the 
new furnace division sales representa- 
tive in the Chicago area; C. Ivar 
Peterson will travel the southern Cali- 
fornia and western Nevada territories 
for the Oakland, Calif., sales district. 

Three promotions in the manufac- 
turing division have been announced. 

Howard Sage, who has been with 
Perfection since 1933 and has recently 
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Model 950-B 


BLU-BLAZE 


Stock Tank Heater 


Vent pipe Weep Holes plus %” thick cast 
construction eliminates condensate prob- 
lem. 

@ Constant high efficiency assured by BLU- 
BLAZE Draft Caps. 

@ Efficient drilled port, cast iron, Venturi type 
burner—18,000 BTU Capacity—Factory in- 
stalled and adjusted. 

@ Automatic controls optional. 






AIR INTAKE 


Write for literature and prices 


TESCO Yrccycorated 


110 S. NORFOLK = @ TULSA, OKLA. 
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HERE'S NEWS... 
Water Conditioning Is 


Beautiful "Year Round 


| ae for Every 
LP-Gas Merchandiser! 


Water Softening and 
Iron Removal In- 
stallations Offer an 
Unlimited Market 
with Real Profit 
Opportunities! 


Water Conditioners 
Protect Heaters... 
Save Soap ... Save 
Wear and Tear on 
Fabrics . . . Clear 
Up “Red” Water 
. .. Pius the Satis- 
faction of Bathing 
and Shampooing in 
Soft, Clear Iron- 
Free Water. 





31 Years of Suc- 
cessful Manufac- 
turing Experience 
Back Up Unifluw 
Products 











Please write for our 
catalog, and, attractive 
money-making _proposi- 
tion. 


Uniflow Mfg. Company 


Erie, Pennsylvania 

















been general superintendent, has been 
named production engineering man- 
ager. 

D. N. Gredys, formerly assistant 
general superintendent of the Ivan- 
hoe and Platt plants, becomes general 
superintendent of the Platt plant. 

H. A. Consor has been named to 
the newly-created post of quality con- 
trol manager. 


An award for outstanding sales 
achievement in 1951 was presented 
to Minneapolis-Honeywell Regulator 
Co. in April by the Sales Managers 
Assn., of Philadelphia. 

Honeywell, one of the world’s 
largest makers of automatic control 
devices, was selected for the 16th 
presentation of the Howard G. Ford 
award by the association from a field 
of more than 30 entrants, according 
to Sidney M. LeBair, president of the 
association and chairman of _ the 
award committee. 


Harrisburg Steel Corp., Harris- 
burg, Pa., has elected H. M. Reeser 
and D. M. Horner to the board of 
directors, it has been announced by 
J.T. Simpson, president of the firm. 

Mr. Reeser, vice president and 
secretary, has been with Harrisburg 
for 34 years. Mr. Horner, in charge of 
engineering and operations, is a 24- 
year member of the Harrisburg or- 
ganization. 


The Welding Products Division of 
A. O. Smith Corp. has put into oper- 
ation a comprehensive sales training 
program to develop well-informed 
salesmen-technicians, able to cope 
with customers’ problems. 

The program, designed to give 
trainees without welding knowledge 
a broad understanding of welding 
techniques and applications, is set up 
as follows: An 8-week session is spent 
in learning the techniques of electrode 
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manufacturing. The next 12 weeks 
are spent in the laboratory where the 
trainees observe all types of welding 
and are required to pass regular tests 
as qualified welders. During the third 
period, the trainees learn about the 
construction and use of welding ma- 
chines in the manufacturing plant. 
These three sessions are followed by 
a period in the Milwaukee sales 
office. The course is completed pod 
each trainee serving a_ six-month | 
period in the field as junior salesman, 
working under experienced men. 








| 

1 oa ip Carrow | 
has been appoint- | 
ed to the newly 
created post of 
manager of sales 
for Cribben and 
Sexton Co. Ac- 
cording to Har- 
old E. Jalass, 
vice president and 
general sales 
manager, Mr. 
Carrow’s new du- 
ties will include 
supervision of 
national accounts, 
sales personnel, and procedure 

Mr. Carrow joined the company as 
a district manager in 1929 and for 
18 years represented the manufac- 
turer of Universal ranges throughout 
the Middle West. In 1947 he organized 
and developed the Blue Star Bottle 
Gas & Appliance Co. at Eau Claire, 
Wis., returning to Cribben & Sexton 
in 1949. 

Frank H. Bergquist has been named 
field sales engineer, a newly created 
position, to coordinate activities of 
the engineering department with field 
problems and to provide specialized 
technical training to utility and 
dealer service staffs. 

Recent additions to the sales force 


A. T. CARROW 





include: Harold E. Brown, Boston 





THE 


WAY 
TO WATER HEATER SALES 


© Advanced Design 
. . « for completely 
automatic opera- 


tion. 
ts @ Fiberglas Insula- 
D> tion, both tops and 
sides . . . for effi- 
ciency and econ- 
omy. 


® Modest Initial Cost 


The QUICK Automa- 
tic Water Heater has 
many of the features 
found in more expen- 


sive heaters . . . plus 





some advantages to 
be found in no other 
heater. It's the choice 





of wise buyers who 
want a thoroughly sat- 
isfactory and econom- 
ical water heater. It 
has sales-building eye 





appeal, too. 


SECURITY MFG. CO. 


1630 Oakland Kansas City 3, Mo. 


SECURITY 


QUICK Y 
AUTOMATIC 
WATER HEATERS 






territory; C. A. Buchanan, Jr., Wash- | & 
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BIG DEMAND 
In All Tobacco Areas 


LP dealers in areas where tobacco 
is grown are building up summer gas 
load and establishing new repeat bus- 
iness with this gas-fired Tobacco Cur- 
ing system. 

GASTOBAC is a marvelously com- 
pact system, shipped to you complete 
with controls and pipe assembly for 
quick, easy installation in any type or 
size of tobacco barn or shed. 


Advertised Directly 
To Your Customers 
Write to the Gastobac Company for 


complete information about this new 
profit opportunity. 





GASTOBAC 
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COMP A NOY 


306 West Tremont Ave. 
Charlotte 3, N. C. 
A PRODUCT OF BRIGHT LEAF INDUSTRIES 








ington, D. C.; Warren H. Gray, Cin- 
cinnati; Joseph C. Sladky, Green Bay 
(Wis.) territory; and George Talia- 
ferro, Kansas City. 


Stampings, Inc., Davenport, Iowa, 
has purchased the Rimco Housing 
Div. of Rock Island Metal Foundry, 
Inc., allowing Stampings to offer a 
varied and complete line of housing 
from which to choose. 

Although the Rimco bottled gas 
housing line will be added to Stamp- 
ings’ line, it will continue to be iden- 
tified by the Rimco name and model 
numbers. In acquiring the Rimco di- 
vision, Stampings purchased all of 
the original molds and nameplates. 
This will insure housings identical 
to those produced in the past. 


The Brunner Manufacturing Co., 
Utica, N. Y., has been appointed as 
distributor of the Selwyn-Landers Co. 
L. P. gas unit in the states of Wash- 
ington, Oregon, Idaho, Nevada, Utah, 
Arizona, and California, according to 
Ralph E. Meeder of Selwyn-Landers, 
Los Angeles. 

The new unit is a compressor as- 
sembly used in evacuating tank cars 
and transport trucks. 


A. V. McMurray of Master Tank 
& Welding Co., manufacturers of mo- 
tor fuel tanks, domestic tanks, LP gas 
tanks and Master hand trucks has 
been transferred from Tulsa to the 
headquarters of the company located 
in Dallas, according to Sam Weempe, 
a partner in the firm. 

Tex Guidry -has also rejoined the 
Dallas sales department of the com- 
pany after a period of absence. Mas- 
ter Tank & Welding Co., which re- 
cently celebrated its 12th anniversary, 
has also expanded its Dallas head- 
quarters offices. 


H. Charles Pierce, assistant sales 
manager of the air conditioning di- 
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vision, Servel, Inc., has been elected 
chairman of the newly organized 
engineering committee of the resi- 
dential air conditioning section of 
the Air Conditioning and Refriger- 
ating Machinery Assn. The associa- 
tion includes all principal air condi- 
tioning manufacturers. 

Servel has recently named Townley 
Metal & Hardware Co. as a distribu- 
tor of its refrigerators and water 
heaters in the Kansas City area. 


M. P. Stillinger has joined Grayson 
Controls Div., Robertshaw - Fulton 
Controls Co., as sales engineer, ac- 
cording to A. W. Beck, sales manager 
of the division. 

Formerly, Mr. Stillinger was with 
Day & Night Div., Affiliated Gas 
Equipment Inc., as sales representa- 
tive, and for 12 years prior to that, 
he served as serviceman, customer 
service training instructor, dealer 
service representative, and supervisor 
of the servicemen training program 
for the Southern California Gas Co. 


New England States LPGA 
Elect R. B. Sahagen 


Election of officers, special speak- 
ers and a stimulating panel discussion 
highlighted sessions March 26 of 
the annual meeting of the L.P. 
Gas Assn. of New England at Hotel 
Bradford, Boston. R. B. Sahagen, R. 
B. Sahagen Co., Rochdale, Mass., was 
elected president. 

Other officers chosen were L. H. 
Holman, formerly of Utilities Distri- 
butors, Inc., treasurer and Walter 
Scott, C. H. Ackerman Co., clerk. 
State officers chosen included Al Mad- 
dern, Worcester Protane Co., director 
and vice president, for Massachusetts; 
Norman Bangs, Community Gas Co., 
Derry, N. H., representing New Hamp- 
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Holds Pressures - ae Stops Gasket Sticking 


Prevents Leakage and Failure From 
J Leakage 
Prevents Thread a 
@ inc Stud Gang @ Never Hardens 
or Seizure Joints Easily Separated 
@ Prevents Rust and @ Insoluble in All 
Corrosion Petroleum Products 


PLS is the one de- 
pendable sealing 
compound used by 

bulk plant operators 

everywhere. It’s a sure-cure for costly 
leakage and maintenance. 

PLS is insoluble in a wide variety of 
services, including any petroleum liquid 
or gas .. . seals effectively at tempera- 
tures to 550°F. and pressures to 6000 psi. 

TRY A SAMPLE AT OUR EX- 
PENSE. Write Dept. B-3. 1838 Cuyler, 


Chicago 13, Illinois, for your free 
sample jar of PLS. 









Approved by Underwriters’ 
and the Butane Propane 
Institute of Louisiana. 
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Do Your Customers A Favor! 
ey Sell the Complete Line of 
e 


GAS SPACE HEATERS 


Pull in Sales + Satisfy Customers 


8 Fully Vented Heaters 


22 Unvented Heaters 


All Martin Heaters AGA approved 


Over 


Write your jobber or direct 45 Years 
for new free complete catalog Stove Experience 








1696 EAST HILL STREET 
LONG BEACH, CALIFORNIA 


ALLEN BRINLEY is Manager of Petro- 
lane’s Escondido-San Diego Area. He has 
been associated with us for over 10 years. 
Allen is typical of our many employees 
who, with their experience and knowledge, 
make Petrolane a name that stands for 
service and dependability. 


IOP Riccaitins 


PETROLANE’S WHOLESALE DISTRIBUTOR 








BOX 1426, BAKERSFIELD 
CALIFORNIA 





ALLEN BRINLEY 


BOX 111, YUBA CITY 
CALIFORNIA 
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shire; H. K. Smith, Pro-Gas, Mont- 
pelier, Vt., for Vermont. 

Arthur Mason, J. M. Archanbault, 
Providence, R. I., is president for 
Rhode Island and Lee Schlossberg, 
American Propane Corp., Norwich, 
Conn., president for Connecticut. Al- 
fred C. Thomas, Northwestern Supply 
Co., Caribou, Maine, represents that 
state in the group. 

Two directors-at-large selected were 
Frank B. Mehaffey, Suburban Gas 
Co., Hyannis, Mass. and J. L. Fietze, 
Fuelite Corp., Lexington, Mass., na- 
tional director of Dist. 10. 

A spirited panel discussion with 
Larry Holman as moderator included 
talks by Adam Johnstone, Bastian- 
Blessing Co.;. George Black, John 


Wood Co.; Dewitt Sixbey, Detroit- 
Michigan Stove Co.; C. C. Turner, 
BUTANE-PROPANE News, and Ed 


Johnson, UDI. 

Bill Foster, vice president, Geo. 
D. Roper Corp. addressed the banquet 
on “Who Wins” and E. P. Rathbun, 
Socony-Vacuum Co., discussed tax 
problems affecting dealers. 

Lou Davis, secretary of the New 
England group, discussed the associ- 
ation’s activities covering highlights 
of the past year. 


Training of Employes Urged 
At Central States Convention 


The retail sales clerk presently rep- 
resents the weakest link in the sales 
chain, according to sales consultant 
Ralph Carney, who urged 300 mem- 
bers of the Central States District, 
LPGA, attending the annual conven- 
tion and trade show at Wichita, Kan., 
March 30, 31 and April 1, to spend 
more time training retail employes. 
“Sell them,” he said, “on the dignity 
of the jobs occupied and on the high 
position of responsibility the have”; 
“on the firm they work for”; “on the 
town they live in.” 
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Underground 


STORAGE 








Now Available to 
LPG 
DEALERS 


Successful Dealer 
Installations 
Now in Operation 


We will make 


1 Preliminary Survey 
2 Finance Installation 
3 Design and install 


Each Installation tailored to 
individual requirements. 


Don’t Delay Another Day 
Contact G. H. “Smoky” Billue 


saalment 



















- Storage 


615 Sunset Drive Phone 





\ ihe Falls, Texas ’ 24 9 eT 
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Liquefied Petroleum Gas 


Cities Service Oil Co. 


A DEPENDABLE SOURCE 
UNIFORM PRODUCTS 
A CAPABLE SUPPLIER 
TWENTY YEARS’ EXPERIENCE 


IN LP GAS ALSO 


CITIES SERVICE 
MEANS 
GOOD SERVICE 


CITIES SERVICE 
OIL CO. 
(Del.) 


BARTLESVILLE, OKLA. 
CHICAGO, ILL. 


Other Sales Offices 
Kansas City 
Toronto 


Cleveland 
St. Paul 











He named seven points the retail 
salesman should know about any prod- 
uct he is selling. (1) The raw material 
from which the product is made; (2) 
the process of manufacture; (3) the 
features of construction that add to 
the durability of the product. 

(4) The appearance and eye appeal 
of the product, its pattern or design; 
(5) at least one specific instance of 
unusual service performed by the 
product; (6) who makes it, the rep- 
utation of the maker; (7) interesting 
facts connected with the manufacture 
of the product. 


White Discusses Government Agencies 


Howard D. White, executive vice 
president of LPGA, who has spear- 
headed the association’s activities in 
Washington, D. C., told how the asso- 
ciation had been able to assist the 
various government agencies in their 
formative period by helping to pro- 
cure competent men from companies 
in the industry to accept permanent 
employment with the bureaus. 

Frank Henke, sales manager, and 
Bill Johnson, of Harper-Wyman Co., 
Chicago, in a cooking presentation, 
demonstrated the advantages gas has 
over electricity. They demonstrated 
that you can broil a steak in the gas 
range at the same time that you bake 
fish and two cakes. They pointed out 
that in 98% of the electric ranges sold 
on today’s market you can either broil 
or bake—you can’t do both at the same 
time. 

M. A. Ennis, employe training di- 
rector, LPGA, pointed out the very 
sound theory that LP gas dealers 
must accept the responsibility for the 
welfare of their customers. 

Rex Wheeler, president of the Kan- 
sas association, presided over the con- 
ference. Bob Tanner, district secre- 
tary of LPGA, was the Master of 
Ceremonies at the entertainment. 
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LPG Pioneer L. R. Forsyth 
Passed Away in March 


L. R. Forsyth, 68, president of the 
Blaugas Co., of Omaha, Neb., and 
Sargent, Iowa, passed away March 
24, following a 
long illness. 

An active and 
pioneer member 
of the L.P. gas 
industry, Mr. 
Forsyth had serv- 
ed on the board 
of directors of 
the Liquefied Pe- 
troleum Gas 
Assn. and had 
been associated 
with the industry 
since 1928. 


L. R. FORSYTH 


California Group Elects 
A. C. Presley President 


Load balancing, carburetion, and 
the LPGA integration program were 
the main topics discussed by nearly 
300 attendants at the third annual 
convention and L.P. gas heating and 
equipment show of the Liquid Gas 
Dealers Assn. of California at the 
California hotel in Fresno in April. 

A. C. Presley, Rotary Sierra Co., 
Sacramento, was elected president, 
succeeding Gene Morrison. Other new 
officers are Bert King, vice president, 
of Bert King Butane Service, Twen- 
ty-Nine Palms, and G. B. Legg, Glen- 
brook Gas Service, Grass Valley, sec- 
retary-treasurer. George Requa is ex- 
ecutive secretary. 

Members voted to proceed negotiat- 
ing the integration of the California 
dealer group activities with the na- 
tional LPGA and a committee com- 
‘posed of Jim Potter (chairman), 
Harry I. Horn, Bill Andrews, W. B. 
May, and Lester Kling, was appointed 
to study the plan further. 
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Lawson 


THE LINE YOU CAN 
MERCHANDISE 
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LAWSON V-RAY RADIANT 


® 60% Greater Distribution of Heat 

@® 25% More Heat 

@ Less Cost Per Unit as Compared to Btu 
Output 

Andiron effect carried out in design. Sturdily 

built with complete cast iron front, reflector 

plate, dress guard, etc. Finish, burnished 

antique brass. 

No. 5710—Capacity 25,000 Btu; 5 V-Ray Ele- 

ments; front width 27”; back width 19”; 

depth 8” height 2112”. Shipping weight 50 

Ibs. AGA approved all gases. 

No. 5712—Capacity 30,000 Btu; 6 V-Ray Ele- 

ments; front width 30”; back width 22”; depth 

8”; height 211%”. Shipping weight 56 Ibs. 

AGA approved all gases. 


FIREPLACE INSERT HEATERS 


Fireplace Insert Gas 
Heaters add beauty 
to any fireplace. Two 
sizes available; 20,- 
000 and 30,000 Btu. 
Finished in Duotone 
Brass Plate. AGA ap- 
proved automatic 
lighting & 100% 
safety cutoff. 





Write for Complete Literature 
CIRCULATING HEATERS 
FIREPLACE HEATERS and INSERTS 


United States Stove Co. 
South i 


Pittsburgh 


Tennessee 
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QUALITY... a tradition 
with Madden Brass Fittings 


For the “‘tops”’ in quality, use Madden 
brass fittings on LP Gas and other in- 
dustrial applications. They are preci- 
sion-machined of highest quality 
material. It costs so little to have the 
best ... Madden. 

Write for Complete Catalog C- 


MADDEN BRASS PRODUCTS CO. 


1111.N FRANKLIN ST CHICAGO 10, ILL 








CHEERFULATORS 


ly automatic with capacities to handle mod- 
erate to heating loads. CHEERFULATORS 
supply finest heating qualities at low gas con- 
sumption rates. Four models available. 
Write today for full information. 


ADAMS BROS. MFG. CO., INC. 


1500 NORTH AVE.. W. PITTSBURGH 33, PA. 
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Utah Group Affiliates 
With LPGA at Spring Meeting 


The Utah L.P. Gas Assn. has voted 
to integrate with the national Lique- 
fied Petroleum Gas Assn. Action was 
taken at the Utah 
group’s spring 
meeting March 
24-25 in Salt Lake 
City, according to 
J. C. Crawford, 
district secretary. 

Close to 100 
members attend- 
ed the meeting at 
Newhouse ho tel 
along with 35 
tractor and im- 
plement dealers 
invited to attend 
the second day 
session devoted to LPG carburetion. 

Factory equipped Case and Minne- 
apolis-Moline tractors were demon- 
strated at the carburetion forum with 
discussion led by three panel members 
including Roy Mylander, H. C. Sayers 
and W. N. McMillen. 

Many of the implement dealers were 
from small dealerships in sparsely 
settled areas of the state and, accord- 
ing to Mr. Crawford, felt that through 
the knowledge acquired at the meet- 
ing they would be more capable of 
explaining the benefits of propane- 
butane gas as tractor fuel and cooper- 
ate better with their local gas fuel 
dealer. 

Speakers included on the two-day 
program were A. C. Kreutzer, LPGA, 
Chicago; Seth Billings, The Lang Co., 
Salt Lake City; H. C. Sayers, Colora- 
do Natural Gas & Fuel Co., Denver; 
Roy Mylander, Ensign Carburetor Co., 
Huntington Park, Calif., and W. N. 
McMillen, Gas Equipment Co., Denver. 

Presiding was L. Marshall Haines, 
Inland Gas Co., Salt Lake City, presi- 
dent of the Utah association. 





J. C. CRAWFORD 
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Tribute Paid to W. K. Warren 
On 30th Anniversary of Firm 


The 30th anniversary of the found- 
ing of the Warren Petroleum Corp. 
was celebrated recently with a testi- 


— — 





W. K. WARREN 


monial banquet 
in Tulsa, Okla. 
Paying tribute to 
the founder of 
the company, W. 
K. Warren, were 
more than 500 
people, including 
company officers, 
officials from var- 
ious oil compan- 
ies, long-time em- 
ployes, and civic 
leaders. 
Starting as a 
natural - gasoline 


brokerage concern on March 15, 1922, 
the firm originally consisted of Mr. 
Warren, with Mrs. Warren as secre- 
tary. The company has continued to 
market the output of natural gasoline 
and related products for several com- 
panies, but has also become a large 
manufacturer in its own right. About 
equally divided between natural gaso- 
line and L. P. gases were Warren’s 
own 1951 production and marketing 
sales which total 14 billion gallons. 

A silver tray was presented to Mr. 
and-Mrs. Warren by H. E. Felt, vice 
president in charge of the L. P. gas 
division, on behalf of the officers and 
directors. In accepting the tray, Mr 
Warren paid special tribute to such 
men in his organization as J. A. La- 
Fortune, executive vice president; Mr. 
Felt, H. W. Harts, vice-president in 
charge of operations; Sam I. Hulse, 
vice president in charge of sales; J. 
A. Padon, vice president, finances, and 
A. J. Murphy, treasurer. 


Mr. Felt, 
ments, was 





chairman of arrange- 
assisted by Allen S. 


James, assistant to the president. 
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REGO LP GAS EQUIPMENT 


Rochester Criterion Gauges—Aeroquip Hose 
a-d Fittings—Weco-Trol (automatic control) 
1 C C Cylinders—Okadee Valves 


GAS 
mae EQUIPMENT 
SUPPLY CO. 


SUPPLY COMPANY 
ATLANTA, GA. 


127 ELLIS ST. N. E. 















DON’T BE 
CAUGHT SHORT 
Stock the 


KRUG 
HAND PUMP 








Now Available! Keep a stock on hand—keep 
a@ pump on display for continual sales. You'll 
not only be making a profit—you'll be providing 
your ft a welc service. Call, wire, 
or write for complete details. 





SEE YOUR DISTRIBUTOR FOR FULL INFORMATION 
OR SEND A POSTCARD TO 


D. H. KRUG COMPANY 


DEPT. 50, MADISON, SOUTH DAKOTA 


187 











